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MICHIGAN 


SAFETY FURNACE PIPE 


is positively SAFE 
THE SAFETY FEATURES OF THIS PIPE ARE: 





MICHIGAN SAFETY ‘ , ; ; 
FURNACE PIPE Ready 1. The air chamber between the inner and outer pipe, which 


te Connect. is always maintained by a perforated spacing collar. 


2. The shortness of the joints enables the most crooked stack 
to be made without cutting and thus the safety features 
are not destroyed. 


3. Every joint and piece embraces and fits into the others so 
that a completed stack is as smooth and straight as the 
bore of a gun. See figure at the left. 


4. It is made from the best bright tin plate by special ma- 
chinery and without rivets or solder. 


MICHIGAN SAFETY FURNACE PIPE 
MAKES WORK EASIER AND PROFITS LARGER 


MICHIGAN SAFETY 
FURNACE PIPE Locked, 


Making Air Tight Joint. Drop a postal for our catalog and prices 


MICHIGAN SAFETY FURNACE PIPE COMPANY 


HN3=15 East Fort Street, Detroit, Michigan 











ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 56 and 57. 
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(A, RINGEN STOVE CO. 


_DIV.OF AMERICAN STOVE CO. 


ST. LOUIS, MO. 


| BURNERS ARE EASY TO RE-WICK 
CHIMNEYS ARE PORCELAIN ENAMELED 


~ NO RUST - EASY TO CLEAN eines. 

















because the smoke pipe passes up through the 
center of the vent pipe, and forces the 
vitiated air out of schoolrooms provided with 







the 


FRONT RANE School 


TRACE NAVE REG STEREO 


Heater and Ventilator 


which is so built that simply turning a damper 
makes it take from outdoors all the air com- 
ing into the rooms. This pure, outdoor air 
is heated, humified to exactly the right de- 
gree and then passed into the rooms, chang- 
ing the air in them several times an hour. 


School Boards order 
on sight. No trouble 
at all to sell. 


The FS9NTRANE Steel} Furnace 


for residences, stores, etc., is “fool proof”; simply yet scien- 
tifically built; stays in order; burns any fuel and gets more 
heat from it because of its longer fire travel. 





Easiest selling and most satisfactory furnace made. We help 
you sell—first by all sorts of “dealer helps,” then by a National 
Advertising Campaign in which we are spending thousands 
of dollars. 


Don’t you want to join the FRONT RANK CLUB? 


Write to us today for particulars. 





4058 Forest Park Ave. TRADE MARK 


Haynes-Langenberg Mfg. Co. st.Touis' mo.” TRADE MARK 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PUBLISHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PosTaGE Parp $2.00 
FOREIGN COUNTRIES ONE YEAR PosTaGE Parp $4.00 CANADA ONE YEAR PostTAGE Pap $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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ON PAGE 37 of this issue there is published a call 
which has been issued to every sheet metal contractor 
in Chicago for a special meeting on 

Now fora Tuesday evening, April third, at the 

Real Pull Hardware Club, to consider ways and 

Together. ceore ne . 

means by which the proposed City Ordi- 
nance to license the sheet metal contractors can be 
made of the greatest possible benefit to themselves and 
to the trade in general. 

Every sheet metal contractor should make it a point 
to be present at this meeting and to take part in the 
discussion. Under the existing conditidns there are 
many handicaps for the man who wants to do business 
in a legitimate way. He is altogether unprotected 
against the unscrupulous contractor who will bid low 
on a job and then “skin” the work. He has to com- 
pete against the honest contractor who doesn’t know 
how to figure costs. He loses business through the 
“fly-by-night” contractor whose sole investment con- 
sists of a set of hand tools, often not even complete, 
and who cares nothing about working up a steady 
business but flits from one section of the city to an- 


other. 

These handicaps can be overcome—prevented, in 
fact—provided the sheet metal contractors who are 
established and who wish to operate their enterprises 
honestly and efficiently will get together, and the meet- 
ing on Tuesday, April third, 8 P. M., should be at- 
tended by every contractor who belongs in that class. 








Every LiTrLe while advertising schemes that have 
been used by hardware dealers come to us for com- 
ment, the basis of the scheme being the 


Take No awarding of prizes according to the 
Chances With | ‘ f i 
: . ' 
Uncle Sam, “'@Wing of one or more numbers or 


names written or printed on cards de- 
posited in a sealed box. 

A plan of this sort was described on page 39 of 
our March roth issue. Wilgus & Heideman, who 
Operate a combination shop at Mount Sterling, IIli- 
nois, advertised that they would award five prizes to 
those who brought in mail order catalogs, a numbered 
ticket being given for each catalog, the corresponding 
ticket being deposited in a sealed box. The prizes 
were awarded to those holding the first five numbers 
drawn out of this box on a certain day. 
| Although every one of these schemes may be en- 
trely innocent of intentional law breaking on the part 
of the merchant, it has been held by the Post Office 
authorities that any matter relating to any enterprise 
in which prizes are awarded by lot or chance, is in 
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$2.00 Per Year. 


violation of the postal lottery statutes, which makes it 
a crime to deposit such matter in the mails. 

It is also. well to keep in mind that even though a 
merchant may have distributed his advertising matter 
for such a scheme without the use of the mails, he is 
still liable to have trouble, for the Post Office may in 
such cases hold up any mail addressed to him or sent 
out by him. 








Why Is ir that so many men are prone to give 
some other reason for their refusal to do a certain 
thing than the real one? 

Is it because they are unwilling to 
admit that they don’t know their busi- 
ness, or that they don’t realize that they 
don’t know, or that they are so stubborn that they 
won't change their attitude, although they know it is 
wrong ? 

For example, when times are poor, the usual “rea- 
son” for not advertising is that “business is bad and 
we can’t afford it.” When times are good, the “rea- 
son” of these self-same people is, “We are selling all 
we can produce or secure, so why spend money for 


Stubborn 
or Just 
Ignorant ? 


advertising?” 

As a matter of fact, their viewpoint is wrong in 
both cases, and even though they may not realize it 
they fail to apply the same “logic” to other means of 
developing new business and increasing business with 
old customers. 

Admit for argument’s sake that money paid out for 
advertising is an “expense,” is that any reason why it 
should be regarded as a useless or unnecessary ex- 
pense, any more than the money paid out for salaries, 
traveling expenses and commissions to salesmen, or 
than the money that is paid out for new machinery ? 

Now, if it is a good “investment” to buy a piece 
of machinery by which larger output or better quality 
can be accomplished, why isn’t it good policy to invest 
money in the proper kind of advertising which will 
insure larger sales at proportionately less cost? 

Especially in view of the fact that the value of the 
machinery is depreciated with every month that goes 
by, while the value of the advertising continues to in- 
crease as time passes. 

For of course, no one can gainsay the fact that 
advertising, rightly done, does pay and pays big—in 
increased sales, in lessened cost of production and 
sales, in better quality to the consumer, in better sell- 
ing conditions for all concerned. There are too many 
incontrovertible proofs of this for it to be otherwise. 
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And the statement applies to all lines—without ex- 
Even coffins and burial services are being 
successfully advertised. Churches are filling their 
auditoriums through proper advertising. Public opin- 
ion is being formed and changed by advertising. 

We believe in advertising--all of us—but some of 
us believe that it should be used only by “the other fel- 
low,” even if he is doing business under identically the 
same conditions as we are. 

Isn’t it about time that those of us who have been 
laggard in the matter of confessing our views on ad- 
vertising admit the fact to ourselves and so act upon 
this fact that our business will receive a new life? 

Advertising is an investment—just as is the em- 
ploying of a crack-a-jack salesmen. Properly con- 
ducted, advertising will increase business in dull times 
and will provide insurance of steady and profitable 
business after the period of prosperity. 

There is no special period for advertising. The 
time for advertising is—all the time. In dull seasons 
In busy times to keep on getting 


ception. 


to get more business. 
business. 

In this connection it is worthy of note that many 
of the who are regular advertisers in 
AMERICAN ARTISAN AND HARDWARE REcorRD have 
been consistent in this policy for years, some of them 
having started with us when this publication was 
started, more than 36 years ago. They would not 
have continued to pay out money for this purpose 
were it not for the fact that AMERICAN ARTISAN AND 
HARDWARE ReEcorD delivers the goods, in the shape 
of increased sales and profits. 


concerns 








WE ARE IN receipt of a letter from the executive of 
an organization of retail merchants in one of the 
largest cities in the United States, of 


Pay Your which the following paragraphs are of 
Debt to nore than personal interest: 
Organization. 


“We desire to thank you for your 
wishes of success and your offer of cooperation. The 
one feature which every publisher might well dwell 
upon in his columns is the necessity for educating the 
retailer to the fact that he will never be able to obtain 
legislative success unless he adopts the same means as 
used by Labor. 

“In other words, every merchant must be taught to 
realize that a contribution to a campaign fund is not 
an expense but rather an investment. 

“There seems to be a general spirit among the mer- 
chants of placing the burden upon the other fellow, 
and in nine cases out of ten it means the officers of 
their respective organizations. These are the men 
who actually must do the work and who really afford 
the most financial assistance.” 

Our correspondent might have said more and still 
not have overdrawn the case—nor are his remarks ap- 
plicable only to retailers, for it is a sad fact that in the 
very large majority of instances, men in the employ- 
ing class are far less willing to subscribe funds suf- 
ficient to support the work of their trade organization 
as it should be supported, and as it must be supported 
if any real, big, tangible results are to be accomplished. 

A sheet metal contractor who pays a membership 
fee of say $1.00 a month into the treasury of his Local, 
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often feels that this is a lot of money, and that i; 
ought to perform wonders in bettering the conditions 
under which he does business. It might, if somebody 
worth while were willing to spend his time and energy 
without being paid a reasonable sum for his services. — 

3ut as a matter of fact, the union man in his shop 
pays a sum into the treasury of his Union Local which 
is several times as large every month, and the result is 
that the Union can afford to hire a man who makes it 
his business to look after the affairs of the organiza- 
tion, pay him well for his work—and there are few 
employers who will deny that the “business agent” 
doesn’t produce results in the shape of higher wages 
and easier working conditions for the members. 

In some of the retail hardware associations, there 
was considerable discussion at the recent annual con- 
ventions as to the question of advancing the member- 
ship fee from $3.00 to $5.00. To our mind, the time 
was wasted, for if a retail hardware merchant feels 
that he cannot afford to pay $5.00 a year into the 
treasury of his state association which makes it pos- 
sible for him to save several times that amount on his 
fire insurance premiums alone, to say nothing of the 
many other benefits, he isn’t of much value to his 
fellow members and they would be better off without 
him. 

The time has come when to do effective work any 
trade organization must be liberally financed—and that 
means more than a contribution of the price of a 
couple of poor cigars a week. 








Tue Unirep States Supreme Court has in recent 
decrees held that Workmen’s Compensation Laws of 
New York, Washington and Iowa are 
Compensation -onstitutional. The New York law is 
Laws a Step : 5 

Forward, Compulsory, while that of Iowa is vol- 

untary upon the part of employers. 

This is in keeping with the spirit of the times, for 
we no longer believe in the theory that man is with- 
out other obligations to observe when he employs 
labor than those of paying for the labor performed. 
Rather, we look upon the matter from the standpoint 
of the greatest good to the greatest number. That is 
why, for instance, we do not allow the employment of 
child labor except under very strict safeguarding 
rules for the children’s health. 

Accepting the principle of a certain degree of re- 
sponsibility on the part of the employer—as defined 
by the Supreme Court, that “On the grounds of natu- 
ral justice it is not unreasonable to require the em- 
ployer to contribute a reasonable compensation for 
loss of earning power; neither is it arbitrary or un- 
reasonable from the employe’s standpoint”—it be- 
hooves employers to see that their interests are prop- 
erly safeguarded in drawing the laws providing for 
workmen’s compensation. In some states the laws are 
too indefinite. In others they are too stringent. In 
still others the regulations are too cumbersome. 
Where these faults exist the present laws should be 
amended or repealed and new laws placed on the 
statute books, providing for proper compensation to 
the employe and also properly safeguarding the in- 
terests of the employer. 
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RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








I am glad to inform the many friends of J. H. 
Doherty, Manager of the. Chicago Branch of the Utica 
Heater Company, that he is again “on the job” after a 
siege of serious sickness. Jim doesn’t like to be sick 
any more than the rest of us, even if he is a good 
natured fellow. 

The pendulum is swinging back, I am glad to see, 
with regard to the utterly foolish notion that when a 
man had reached the age of forty-five or fifty years 
it was time to displace him with “young blood.” 

Men in charge of many of the large financial, com- 
mercial and industrial enterprises in Chicago have or- 
ganized for the purpose of putting back into useful, 
productive service men whose grey temples and 
wrinkled features had caused them to be let out be- 
cause of the mistaken idea that grey hair or furrowed 
forehead was necessarily a sign of decrepitude and 
lack of progressiveness. 

We Americans are prone to worship “Youth,” and 
in this worship we often fail to realize that “Experi- 
ence’ is just as necessary to success as “Push,” and 
that the young man who is put in the place of the older 
employe of necessity must learn many things before 
he can even do as well, to say nothing about render- 
ing better service to the employer. 

It is quite worth whole to note that in the awful 
war which is being waged in Europe, the “old men” 
are not taking a back seat, but are every day giving 
proof of the fact that knowledge of “how to do 
things” is quite as necessary as willingness and desire 
to accomplish—and are demonstrating their fitness to 
hold the positions of high responsibilities imposed 
upon them as leaders. 

Field Marshals von Hindenburg and von Macken- 
sen, of the Imperial German Army, Generals Haight 
and French of the British army, Generals Neville and 
Joffre of the French army, are all past sixty years of 
age, some of them more than seventy years, but they 
seem able to accomplish where their younger oppo- 
nents have failed. : 

If a man of middle age or even a grey haired man 
applies to you for a position don’t turn him down be- 
cause of his age, but find out first if he has the ability 
and willingness to render good service. It is more 
than possible that you will gain by giving him a 
chance to “prove up.” 

* * 

The fact that a man stutters in his speech is not 
always a sign that he is slow of wit, as those who know 
W. M. Brezette of the Bryden Horse Shoe Company, 
Catasauqua, Pennsylvania, are willing to testify. 

Here is a story that goes to prove this statement: 

Somebody had twitted “Bill” with his infirmity of 
speech. 

“That’s my p-p-peculiarity,” said Bill. “Everybody 
has some p-p-peculiarity.” 

“Nonsense,” said the other. “What is mine?’ 

“Well,” said our friend, ‘I sup-p-pose you stir your 
tea with your right hand?” 

“Why, ves, of course.” 
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“Ah, that’s your p-p-peculiarity. Most p-p-people 
do it with a spoon.” 

Charlie Williams, who sells nails and clothes pins 
and other hardware staples, as well as a little matter 
of about $100,000 worth of automobile accessories a 
year in Streator, Illinois, does some clever advertising 
in connection with special events. 


For instance, there was recently held a state farm- 
ers’ institute in Charlie’s home town, and as almost 
every progressive farmer owns an automobile, what 
would be more natural than to tell them something 
about the fine trip from Streator to Starved Rock 
State Park, and incidentally it was only proper that 
he should mention that the best road starts just at 
the point where the “four-story, fireproof building of 
the Williams Hardware Company stands?” 


The information was compiled in a neat little folder, 
on the last page of which a few pertinent statements 
were made as to the ability of the Company to serve 
its customers. 


The day when the rule of “IXvery Man for Himself 
and the Devil Take the Hindmost” held good is past 
and gone, so far as the progressive business man is 
concerned, for he realizes that he can accomplish ever 
so much more with the same effort by working to- 
gether with those of his fellow men who are engaged 
in kindred lines. 

To be sure, there are still those who refuse to read 
the signs of time and experience as they pass by and 
who insist on “paddling their own canoe,” giving as 
their reason that “they will not allow their competi- 
tors to say how they shall run their business,” but their 
number is diminishing rapidly, because they are losing 
out in the battle: They stand foolishly aloof from the 
spirit of the times which is “Cooperation.” 

Berton Braley expresses this idea very plainly in 
the following verses which also point out the lesson 


that “Service” is the price of “Success” : 


“Business is Business,” the Little Man said, 

_ “A battle where ‘everything goes’, 

Where the only gospel is ‘get ahead’, 
And never spare friends or foes, 

Slay or be slain,’ is the slogan cold, 
You must struggle and slash and tear, 

. For Business is Business, a fight for gold, 

Where all that you do is fair! 


“Business is Business,” the Big Man said, 
“A battle to make of earth 

A place to yield us more wine and bread 
More pleasure and joy and mirth; 

There are still some bandits and buccaneers 
Who are jungle-bred beasts of trade, 

3ut their number dwindles with passing years 
And dead is the code they made! 


“Business is Business,” the Big Man said, 
“But it’s something that’s more, far more; 

For it makes sweet gardens of deserts dead, 
And cities it built now roar 

Where once the deer and the gray wolf ran 
From the pioneer’s swift advance ; 

Business if Magic that toils for man 
Business is True Romance. 


“And those who make it a ruthless fight 
Have only themselves to blame 

If they feel no whit of the keen delight 
In playing the Bigger Game, 

The game that calls on the heart and head, 
The best of man’s strength and nerve; 

Business is Business,” the Big Man said, 
“And that Business is to serve!” 
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UP TO THE MINUTE 
NEWS SIFTINGS 











IRONTON INCANDESCENT LIGHT AND 
SUPPLY COMPANY INCREASE CAPITAL 
TO $100,000. 


The Ironton Incandescent Light and Supply Com- 
pany, Ironton, Ohio,- manufacturers of Ironton Gas 
Heaters, have received permission from the Secretary 
of State to increase their capital stock from $25,000 to 
$100,000. 

The increase in the capital stock of the Company is 
for the purpose of enlarging the plant. Plans are now 
being formulated for the establishing of new depart- 
ments to manufacture the parts used in the heaters 
that are now bought on the market. 


2°ec a 


GAS RANGES WITH HEAT RETAINING 
OVENS. 


The efficiency of a range is dependent to a great 
extent upon the ability of the oven to retain the heat. 
When the oven is thus capalile, it also serves to pro- 
vide a cool kitchen, which iti summer is a convenience 
greatly appreciated. In the Clark Jewel Heat Holder 
Gas Ranges, one of which.s illustrated herewith, the 





Clark Jewel Heat Holder Gas Range, Number D540, 


construction embodies heat-storing plates, ‘thorough 
insulation of the oven walls and door, and dampers 
which are automatically opened when the gas is turned 
on, and closed to stop heat Icsses up the flue when the 


gas is turned off. The frame is durably constructed 
of angle iron, with the oven box made completely of 
aluminum-coated metal to prevent rust or corrosion. 
Three inches of insulation, consisting of mineral woo! 
and asbestos products, entirely surround the oven, 
which, together with the close fitting door and damp- 
ers, insure economical operation of the range. An- 
other feature is the mercury thermometer, shown in 
the oven door. Further particulars can be obtained 
by addressing George M. Clark and Company, Division 
of the American Stove Company, Chicago. 











PATENTS GRANTED FOR BURNERGLID, 
CONVERTIBLE FUEL KINDLER AND 
HEATER FOR STOVES. 





Patents have been granted, under Numbers 1,219,- 
014 and 1,218,974 respectively, for a Burner-Lid and 
a Convertible uel Kindler and, Heater for Stoves, 
both of which have been assigned to the A. J. Linde- 
mann & Hoverson Company, Milwaukee, Wisconsin. 
Number 1,219,014, issued to Walter C. Lindemann, 
Milwaukee, Wisconsin, is described as follows: 


A lid for the purpose specified 
comprising a plate having a se- 
ries of radial ribs upon one side 
spaced to form a series of pas- 
sages, ribs extending transversel\ 
of said first ribs at their outer 
ends, the ends of said  trans- 
versely extending ribs being 
spaced to form reduced moutlis 
for said passages and ribs extending outwardly of said trans 
verse ribs. 

Number 1,218,974, issued to John S. Brennan, Mil- 
waukee, Wisconsin, is described as follows: 

In a fire box provided with 
a front opening and having a 
grate, a side grid member, 
and a water container asso- 
ciated with the grid member, 
the combination of an indi- 
cator plate, a sleeve carried 
by the indicator plate and se- 
cured in the fire box opening, 
a burner pipe journaled in 
said sleeve, a journal bearing 
for the inner end of the burn- 
er pipe whereby it may be ro 
tated to direct its flames 
either toward the grate for kindling fuel or toward the water 
container, a split collar clamped on the pipe outwardly of the 
plate and an indicator arm carried by the collar. 


~>- 
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Your inventory should be more to you than a list 
of merchandise the totals of which, compared with 
the figures of a year ago, help to show what progress 
you have made. Intelligent study of the stocklist 
will point to mistakes in buying which should be 
avoided in another year ; and will show vou, too, where 
you have put across some shrewd buying stunts tliat 
it will pay to repeat. It is well to learn from your 
failures; but you can also learn something from your 
successes, and there’s no doubt you've had your share 
of them. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west-= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 50 to 55 inclusive. 








The Neuman Hardware Company, 9 St. Francis 
Street, Newark, New Jersey, is planning to build an 
addition to cost about $100,000. 

The capital stock of the National Lock Company, 
541 West Washington Street, Chicago, has been in- 
creased from $500,000 to $1,000,000. 

H. G. Saal Company, manufacturers of hardware 
specialties and tools, have bought 120x125 feet ad- 
joining their present plant at 4410 Ravenswood Ave- 
nue, Chicago, on which they will build a two-story 
building costing $100,000. 

According to the Cincinnati, Ohio, Enquirer of 
March 16th, W. B., Mary L. and Homer Dull, part- 
ners in a retail hardware business at Broadway, Ohio, 
have filed a deed of bankruptcy, listing I!abilities of 
$13,675.30 and assets of $11,625.00. 


WASHING MACHINE MANUFACTURERS 
STUDY EFFICIENCY IN OPERATION 
* AT QUARTERLY MEETING. 





At the quarterly meeting of the American Washing 
Machine Manufacturers’ Association which was held 
March 21 and 22 at Chicago, there was an attendance 
of nearly eighty percent of the membership. 

“Efficiency in Operation of Plants,” so as to secure 
the best possible results in quality and quantity of the 
product, was one of the important subjects discussed. 

The Committee on Advertising made a preliminary 
report which was considered very carefully and it is 
expected that a final report recommending a coopera- 
tive advertising campaign will be submitted for adop- 
tion at the next meeting which is to be held June 28, 
29 and 30 at Bar Harbor, Michigan. 

Sam T. White, Davenport, Iowa, is President and 
Raymond D. Marsh, 10 South LaSalle Street, Chi- 
cago, is Secretary. 





THE COBB, WHYTE & LAEMMER COMPANY 
TO MOVE INTO LARGER QUARTERS. 





The Cobb, Whyte & Laemmer Company, who are 
conducting a very successful retail hardware store at 
179 North Clark Street, Chicago, have found it neces- 
sary to provide larger quarters for their fast growing 
business, and about April tenth they will be located 
at 309 West Madison Street, where they will have 
three times as much floor space and far better facili- 
ties for receiving, handling and delivery. 

Messrs. Whyte and Laemmer have during the past 
few months visited a large number of the best equipped 


hardware stores and the Company will install the most 
modern fixtures and other appliances and systems for 
the efficient service of their trade. 
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OLD GUARD BANQUET TO BE HELD ON 
TUESDAY, APRIL 17. 





The following announcement has been issued by 
George H. Hillman, Nashville, Tennessee, Secretary- 
Treasurer of the Old Guard: 

To Att Members oF THE OLD GUARD: 

The Chairman of the Executive Committee requests 
that I advise members that there will be a banquet 
of the Old Guard at the Bender Hotel, Houston, 
Texas, Tuesday, April 17, 1917. 

All those desiring to attend will please immediately 
notify Mr. I. M. Huggins, Box 176, Meridian, 
Texas. 

Yours Truly, 
GeorceE H. HiteMan. 

Nashville, Tennessee, March 19, 1917. 
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SOUTHERN HARDWARE JOBBERS IN FAVOR 
OF PRESENT SYSTEM OF LIST PRICES 
WITH DISCOUNTS. 





The following resolution has been passed by the 
I xecutive Committee of the Southern Hardware 
Jobbers’ Association and will be brought up for dis- 
cussion at the joint executive session of that body 
and the American Hardware Manufacturers’ Associa- 
tion during the Houston, Texas, Convention, \pril 
L720 
Resolution to Maintain Present System of List Prices and 

Discounts. 

As those interested in the successful marketing of all 
goods made by your membership, and upon whom rests the 
burdensome cost of distribution, through the medium of an 
army of traveling men, large stocks and costly catalogues, 
and are, therefore, vitally interested in stabilizing values and 
reducing the cost of distribution, and inasmuch as the cus- 
tom of list and discounts as the method of pricing hardware 
has been so long in use as to render it a great convenience, 
reduces the cost of doing business, and adds to the dispatch 
of same, 

We, therefore, feel called upon as the Executive Com 
mittee of the Southern Hardware Jobbers’ Association to 
protest against a custom which has recently been adopted by 
some of the hardware manufacturers of issuing net prices. 
We, therefore, request that instead of net prices you adopt a 
uniform, policy of a high list and a liberal discount, assuring 
those gentlemen who have adopted the policy of net prices, 
under the misapprehension that they were aiding the jobbers 
of the country, that it was an error, and we most earnestly re- 
quest them to return to the uniform list and discount method 
of pricing their goods, and that instead of decreasing, we hope 


they will increase the number of articles to he thus priced. 
We also respectfully request that in compiling your lists 

that as far as possible you may so balance same, as to do 

away with the necessity of frequent changes in printed lists. 


It is urged that jobbers and manufacturers prepare 
themselves to discuss this important question at the 
Convention and also that they correspond with Secre- 
taries John Donnan, Richmond, Virginia, and I*. D. 
Mitchell, Woolworth Building, New York City, about 
this previous to the Convention. 
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PROMOTION COMMITTEE FOR’ GREAT 
HOUSTON HARDWARE CONVENTION 
TO LOOK AFTER COMFORT OF 
NEW MEMBERS. 


The Promotion Committee of the American Hard- 
ware Manufacturers’ Association has sent out the fol- 
lowing announcement as to some of its activities in 
connection with the Hardware Conventions at Hous- 
ton, Texas, April 17 to 20: 

We are approaching closely enough now to the period 
of the Houston Convention for our members and their repre- 
sentatives to be interested in the plans of the Promotion Com- 
mittee for that meeting. 

The 1917 Promotion Committee at the Houston Conven- 
tion will have a member during registration hours at the reg- 
istration booth with a list of new members, and he will 
take pleasure in seeing that the new members and their repre- 
sentatives are introduced and made to feel at home. And 
it is also the wish of the committee that not only the new 
members, but all who come, should call upon them, if they can 
be of the slightest service to the Jobbers’ Association or the 
Houston Committee. 

President Plumb has called our attention to the interest 
—or rather a lack of it—in our meetings at the conventions. 
This year he asks all members of the Manufacturers’ Asso- 
ciation to make it a point to attend each and every meeting. 
The sessions will be lively and interesting and ought not to 
be missed. 

The Houston meeting, from all reports, will be “Some” 
convention. Already one feels that warmth of Texas fellow- 
ship—that good old kindly feeling that cements the relation- 
ship of manufacturer, jobber and retailer. Competition is 
lost sight of ; happiness reigns supreme. It is going to be a 
huge gathering of stalwart Americans—all grateful for the 
many blessings, for the peace and prosperity that their homes 
and industries are enjoying under the Stars and Stripes. 

The Committee is composed of the following: 

George H. Harper, National Enameling & Stamping Com- 
pany, Baltimore, Maryland, Chairman. 

J. I. Andrews, American Sheet & Tin Plate Company, 
Pittsburgh, Pennsylvania. 

Frank J. Coakley, Samson Cordage Works, Boston. 

Albert B. Gatch, Bromwell Brush & Wire Goods Com- 
pany, Cincinnati, Ohio. 

E. C. Griswold, Corbin Cabinet Lock Company, Phila- 
delphia. 

Joseph M. Hottel, Delta File Works, Philadelphia. 

Irving S. Kemp, Vaughan & Bushnell Manufacturing 
Company, Chicago. 

A. C. McKinnie, The Stanley Works, New Britain, Con- 
necticut. 

Charles B. Myers, Ames Shovel & Tool Company, Ander- 
son, Indiana. 

Charles M. Power, American Chain Company, New York 
City. 

Gifford Simonds, -Simonds 
Fitchburg, Massachusetts. 

William W. Wood, 3d. The Wood Shovel & Tool Com- 


pany, Piqua, Ohio. 


Manufacturing Company, 
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CHICAGO FOREIGN TRADE STUDY GROUP 
TO HEAR JOHN J. ARNOLD, TUESDAY, 
MARCH 27. 

The Foreign Trade Study Group which has recently 
been organized among Chicago business men will hold 
a special meeting Tuesday, March 27th, at 7 P. M., 
in the quarters of the American Institute of Banking, 
Northwestern University Building, Dearborn and 
Lake Streets, at which John J. Arnold, Vice-presi- 
dent of the First National Bank of Chicago, will 
speak on “Economics of World’s Trade,” after which 
the reglular course of study will be taken up for dis- 
cussion. 

Irving Shuman, formerly United States Sub-treas- 
urer at Chicago and now President of the Export 
Service Corporation, is Chairman of the Group. His 
office is 1034 First National Bank Building. 


AMERICAN ARTISAN AND HARDWARE RECORD 


March 24, 1917. 


**TEXAS WANTS YOU” IS CALL FOR GREAT 
HOUSTON HARDWARE CONVENTIONS, 
APRIL 17 TO 20. 


The Texas State Entertainment Committee for the 
great Conventions of the Southern Hardware Jobbers’ 
and the American 
Hardware Manu- 
facturers’ Associa- 
tions at Houston, 
April 17 to 20, is 
doing considerable 
publicity work to 
insure a large at- 


tendance. That the 
Envelope Stuffer Advertising the c 
Houston Hardware Conventions. entertainment to 


be furnished will be of the highest order is evident 
from the information which has been given out from 
time to time. The envelopes used by the Committee 
bear the imprint “Texas Wants You, Houston, April 
17 to 20,” and the “stuffer” shown herewith is being 
used by practically every hardware house in Texas. 


REMEMBER YOU ARE 


WANTED 


IN HOUSTON, APRIL 17,18,19,20 


The Texas State Entertainment Committee 
Box 176, Meridian, Texas 








COMING CONVENTIONS. 


American Tron, Steel and Heavy Hardware Association, 
New Orleans, Louisiana, March 27, 28, 29. Headquarters, 
Hotel Grunewald. Arthur H. Chamberlain, Secretary, Mar- 
bridge Building, New York City. 

Old Guard, Houston, Texas, April 17 to 20. 
Hillman, Nashville, Tennessee, Secretary. 


George |! 


Southern Hardware Jobbers’ Association, Houston, 
Texas, April 17 to 20. John Donnan, Richmond, Virginia, 
Secretary. 


American Hardware Manufacturers’ Association, Hous- 
ton, Texas, April 17 to 20. F. D. Mitchell, Woolworth Build- 
ing, New York City, Secretary. 

Panhandle Hardware and Implement Association, Ama- 
rillo, Texas, April 23, 24, 25. KE. P. Thompson, Secretary. 
Memphis, Texas. 

Arkansas Retail Hardware Association, Hot Springs, 
May 3, 4, 5. Grover T. Owens, Secretary, Little Rock, Ar- 
kansas 

Western Stove Association, Chicago, May 7. 
liams, Columbus, Ohio, Secretary. 

Stove Founders’ National Defense Association, Chicago, 
May &. Robert W. Sloan, Scranton, Pennsylvania, Secretary 
Florida Retail Hardware Association Convention and 
Exhibition, Tampa, May 8, 9, 10. Walter Harlan, Secre- 
tary, 44 Boulevard Circle, Atlanta, Georgia. 

National Association of Stove Manufacturers, Chicago, 
Illinois, May 9 to 10. F. L. Stevenson, Hoosick Falls, New 
York, Secretary. 

Master Sheet Metal Contractors’ Association of Illinois. 
Chicago, May 22 to 23. David M. Haines, 1929 West Lake 
Street, Chicago, Secretary. 

Alabama Retail Hardware Association Convention an( 
Exhibition, Montgomery, May 22, 23, 24. Walter Harlan. 
Secretary, 44 Boulevard Circle, Atlanta, Georgia. 

Metal Branch of the National Hardware Association. 
June Ist, William Penn Hotel, Pxtsburgh. George A. Fern- 
ley, Philadelphia, Secretary. 

Georgia Retail Hardware Association, Macon, June ©. '. 
7. Walter Harlan, Secretary, 44 Boulevard Circle, Atlanta, 
Georgia. 

National Retail Hardware Dealers’ Association, St. Louis, 
June 12, 13 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12 to 15. Edwin L. Seabrook, Philadelphia, 
Secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 13. A. W. Williams, Columbus, 
Ohio, Secretary. 

Ohio Sheet Metal Contractors’ Association, Cleveland, 
June 14th. W. D. Weaver, Columbus, Secretary. 

Carolinas Retail Hardware Association, Wrightsville, 
Beach, North Carolina, June 19, 20, 21. T. W. Dixon, Secre- 
tary, Charlotte, North Carolina. 


A. W. Wil- 
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Opening of the Spring Selling Campaign 
in Retail Hardware Stores 


By Wit1am T. GorMLEy, Chicago, Illinois 








In the two latest issues of AMERICAN ARTISAN AND 
HARDWARE Recorp I have discussed in a general way 
—_ some of the opportunities 
for increased sales and 
profits that present them- 
selves with the arrival of 
spring to the retail hard- 
ware dealer. This article 
will endeavor to emphasize 
a few particular points in 
this connection, for while, 
of course, there must be a 
general infusion of energy 
and re-assumption of push 
where they have been noticeable only by their absence 
during the winter months, it is also necessaiy that 
this renewed activity must evidence itself in specific 





William T. Gormley. 


ways. 

For example, housecleaning time calls for « great 
many articles carried regularly in the stock of the 
retail hardware store, but also found in other 
classes of stores, and unless the hardware dealer 
makes a special effort to secure the business in this 
line it is just as likely as not to go to some of these 
other stores. 

The furniture dealer, for instance, may carry a line 
of carpet sweepers and vacuum cleaners and if he is 
aggressive and the hardwareman sits still and waits for 
trade to come to him, trade simply won't come to his 
store, and the carpet sweepers and vacuum cleaners— 
the greater portion of them, at least—will be sold by 
the futniture dealer. 

In like manner, if stocks of house paints and var- 
nishes are carried by a druggist and a hardware 
dealer and the druggist is “on the job” while the hard- 
wareman is negligent of his opportunities the big end 
of the profits from the painting and decorating work 
that will be done this spring will be found in the cash 
register and bank balance of the druggist and not in 
those of the hardwareman. 

So we must make specific efforts to secure the great 
amount of seasonable business which always comes 
with the approach and arrival of warmer weather. We 
must induce the house owners and the housewives to 
think of our store when they think about cleaning and 
renovating their homes, and to think so well of what 
we have to offer them in the way of supplies and serv- 
ice that they will come to our store as a matter of 
course for what they need—and finish up by purchas- 
ing these supplies from us. 

This means that we must “feature” the lines that 
are especially seasonable at this time. 

If it is paints and varnishes we want to sell, we 


must call special attention to them in every way pos--. 


sible, and “calling special attention” infers that some 
special effort must be made to place the line of paints 





and varnishes we carry in stock in a favorable light 
with the possible purchasers. 

Obviously then, the first step is to place our proposi- 
tion before these possible customers, and this can be 
done either by personal canvass, which is naturally a 
big job, or by some form of advertising, distributed 
by mail, by hired messengers or through the local 
newspapers. In fact, all three of these means may 
well be adopted and then followed up by systematic 
calls in person by a salesman from the store upon such 
persons as may have shown interest. Many a sale will 
be made as a direct result of the excellent advertising 
matter which is so liberally supplied by the manufac- 
turers and which the dealer should make it a point to 
have distributed carefully to the homes in his locality 
in such a manner as may seem best to him. To allow 
their fine booklets and other high grade advertising 
material which is sent to him by the manufacturer, to 
gather dust on the counter—or under it in many cases 
—is a sinful waste of opportunity. 

Then the stock should be featured by displays in the 
windows and in the interior of the store. In many 
towns there are yet to be seen the old-time column of 
colored paint, kegs held together with a steel rod, 
standing in front of the store. That is all right, but 
why not supplement it with a display in the window 
of some of the different kinds of paints and varnishes, 
making use also of the handsome cut-outs and back- 
grounds that many manufacturers furnish for this 
purpose ? 

And of course, there must be show cards telling 
about the good qualities of the particular brand on 
which we specialize—the purity; how far it will go; 
how easy it will flow from the brush, ete. 

The salesmen must be able to tell the customer why 
a certain paint or varnish will be better suitable than 
another for a certain purpose. They must know the 
fundamentals of paint composition, so that they can 
explain what it is that makes one kind more expensive 
even if the price per can is lower than for another. 

Definite knowledge is necessary and special effort 
is necessary in order to secure the full advantage of 
the great Clean up and Paint up Campaign which :s 


now under Wavy. 
/ 
e 


Chicago, March 19, 1917. 





Hearing a crash of glassware one morning, Mrs. X. 
called to her maid in the adjoining room: “Norah, 
what on earth are you doing *” 

“T ain’t doin’ nothin’, mum,” Norah replied. “It’s 


done.” 
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Window Display That Won Third Prize 
in Our Window Display Competition 








The winner of Third Prize in AMERICAN ARTISAN 
AND HARDWARE Record Window Display Competition, 
recently concluded, is a window display of Christmas 
Sond 
Hardware Company, What 
is noteworthy in this instance is the exceptional beauty 


Gifts, arranged by Charles I’. Byford for the 


Guelph, Ontario, Canada. 
of the arrangement, which naturally was one of the 
great factors in its ability to induce passers-by to 
make purchases. Mr. Byford prefaces his description 
of the window display with some very pertinent re- 
marks on window dressing that are well worth the 
study of everyone engaged in the retail hardware busi- 


ness, as follows: 


heehee 
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reel 


on the pillars and cross piece over center were finished 
in white and gold. 

On the center portion of the background, 
curtains were draped to the side of the pillars and a 
The end divi- 


cream 


large sword fern placed in the center. 
sion piece was made of beaver board and was finished 
the same as the background, in cream and gold, with 
a bunch of poinsettias in the center. 

The floor of the window, being raised six inches with 
a slope to the front, gave a splendid opportunity for 
displaying table cutlery, etc. The steps were arranged 
with a number of equal sized boxes and, like the floor, 
were covered first with white paper and then with 


onmana\" sn mmny ia \ 





Windcw Display That Won Third Prize in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition. 
Arranged by Charles F. Byford for the Bond Hardware Company, urelph, Ontario, Canada. 


At this season of the year almost every business man 
in the different lines of merchandise realizes that to 
get the maximum amount of business he must put a 
little extra effort on window displays that will attract 
One of the best advertisements for a store 
it is the 


attention. 
is the reputation of well dressed windows; 
personality of the interior. The public generally looks 
for special displays at Christmas time and the store 
which can attract attention will get the business, not 
only. in the particular lines that are displayed but also 
lines that are expected to be had. Displays which 
bring comment from the passers-by are an advertiser 
of the store’s name. 

The description of the window display is as fol- 
The background, which is always an important 
factor in arranging a window display, was composed 
of four square pillars covered with marble paper, 
which presented a pleasing contrast to the center and 
two end pieces, which were made of beaver board and 
finished in cream and gold. The letter “B” is old Eng- 
lish, being the first letter of the firm’s name. The caps 


lows: 





cheese cloth. Holly garlands were used with good ef 
fect on the edges of the steps and around the front. 
This window was given over entirely to displaying 
each article being 
Two window cards were 


silverware, carvers and cutlery, 
priced with a neat ticket. 
used, one reading, “A purchase now will save worry 
Christmas Eve,” and the other, ‘ Gift Suggestions That 
Are Sure to Please.” A valance in cream and gold 
was hung around the top of the window. All the sten- 
cils used in this trim were designed and cut out by 
the writer. 

The size of this window is 18 feet by 6 feet, and it 
is lighted by five 100 candlepower lamps, which showed 
up the display attractively at night. Opinions differ 
but in a display of this kind I believe in showing a 
good variety of articles, not crowding, so that it gives 
the public an opportunity to make.a selection, and 
when price tickets are used it makes easy work for the 


“salesman. 


———————— 


Wise men get a lot of free instruction from fools 
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GOODS WELL DISPLAYED ARE HALF SOLD. 


BY CHARLES BYFORD.” 

The management of the modern retail store in these 
progressive days pays special attention to the window 
displays knowing well the prestige it adds to the repu- 
tation of the store. 

The window that is a good salesman must be invit- 
ing and informative; a salesman is expected to be 
neatly dressed, so must a window be trimmed without 
clashing colors and dazzling effects that tend to de- 
tract attention from the display of goods. 

Years ago women were not counted as very large 
purchasers in the hardware trade, but of late their 
patronage has been solicited. Attractive window dis- 
plays, appealing direct to the housekeepers’ needs, 
have, in a large measure, helped to bring the women 
customers into the stores, so that to-day they are pos- 
sibly the larger purchasers where a varied stock is 
carried. 





Charles Byford, Winner of Third Prize, 
AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. 


Good taste and beauty, both in arrangement and 
background, are of necessary importance; but suf- 
ficient attention must be given to real selling power to 
insure success. To show the spirit of merchandise, 
make logical appeal to the class of people that might 
be considered future customers, is the aim of every 
display man. The window with one important fea- 
ture or selling argument, properly emphasized, is usu- 
ally regarded the correct method of window trimming. 

Sometimes national or local events may be adapted 
to display purposes with good results, but freak dis- 
plays do not, as a rule, accomplish the desired pur- 
pose—that of drawing the customers into the store. 
Point of contact, as considered in window advertis- 
ing, is an object placed with enough prominence to 
force its attention into vision at the first glance. The 


See 


*Winner of Third Prize in AMERICAN ARTISAN AND 
Harpware Recorp Window Display Competition. 
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cost of a window display should be considered in rela- 
tion to the possible sales that might result from it. 

To create an atmosphere that enhances the display 
values of merchandise, is considered an art. Even 
the poorest window displays may sell merchandise ; 
but it is a known fact that a window exhibit sci- 
entifically planned and arranged will bring far better 
returns than the hit or miss methods. 

The windows are the personality of the store. Do 
them justice, display your goods attractively, classify 
the articles, do not overcrowd and use price tickets 
wherever possible. 

The slogan still stands, “Goods well Displayed are 
Half Sold.” 


WRITE FOR THIS SAMPLE CARD OF 
“UNIVERSAL” SLIDES. 





Every hardware merchant not already acquainted 
mop with “Universal” Slides, one 





of which is shown in use 
herewith, is advised to write 
for the attractive little sam- 
ple card which shows the four 
sizes of the slides.. “Univer- 
sal” Slides, according to the 
manufacturers, can be at 
tached with utmost safety to 
the most fragile piece of fur- 
niture, as the unique position 
of the prongs obviates the pos- 
sibility of splitting the leg or 
showing an ugly projection. 
They are readily and_ se- 
curely applied, glide easily, 
keep bright and will not 
scratch the floor. Jour sizes are made, varying from 


Universal Slide on 
Furniture Leg. 


3g to 1 inch in diameter, and copies of the Sample 
Card A. A., together, with detailed information and 
price list, can be obtained by addressing the Universal 
Caster and [Foundry Company, 574 lerry Street, 
Newark, New Jersey. 

+o _ 


ARE YOU IN THE DRIVER’S SEAT? 
When it comes to final show down, the man who 
has proved his ability to conserve his finances or his 
talents is the one always found in the driver’s seat. 
Prodigality is our besetting sin. To be thrifty with- 
out being miserly or parsimonious should be instilled 
into the minds of young men and women.—George T. 


Wilson. 
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CANNOT RUN HIS HARDWARE BUSINESS 
WITHOUT AMERICAN ARTISAN AND 
HARDWARE RECORD. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
I cannot keep store without your very helpful pub- 
lication. 
Ropert BoLLen. 
Miles, Iowa, March 17, 1917. 


—— —_— — 


He is a wise man who knows his opportunity when 


he sees it. 
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THE NEW TWINS. 


Early in February we had a telephone inquiry as to 
our rate for a page advertisement. This was given 
and was followed by copy for a page in which was 
described a method of applying paint, enamels and 
any kind of preservatives liquid by means of blowing 
it on with air. 

We naturally investigated and find that a very large 
field is being developed. 

We learn that this method of painting and enamel- 
ing is now used extensively in factories producing 
caskets, lighting fixtures, bathroom fixtures, novelties, 
cic, ‘ 

It is very rapidly gaining popularity in furniture 
plants. 

Progress is always born twins and this new method 
of applying lacquers and enamels is aiding in popular- 
izing the use of the celluloid lacquers and enamels. 

Investigation shows us that whereas the varnish 
enamel deteriorates and turns yellow soon after being 
applied, the celluloid enamel provides a permanent 
white. 

Outside of the greater beauty of the finish it has 
the merit of covering better. In other words, two 
coats of the celluloid enamel gives the same finish 
secured by five coats of the varnish enamel. 

But the prime virtue is in its quick drying. While 
the latter requires days to dry, the former dries in 
minutes. 

The solvents of the celluloid enamel bite into and 
becomes a part of the previous coat. This is true 
even when applied on a very old coat. We are all 
acquainted with the predisposition of varnish enamel 
when applied with a hair brush to crack if each coat 
is not thoroughly dried. One other point of merit is 
that it is easily cleaned with soap and water. We 
learn that celluloid enamel may be had in every finish 
from a perfect flat to a high gloss, and in any color or 
shade. 

Celluloid Enamel in Buildings. 

Our advertiser has just brought to a state of per- 
fection, a portable air equipment which works on a 
similar principle as regards painting buildings, as the 
vacuum cleaner reversed. This will enable the exten- 
sive use of celluloid enamels in all buildings from the 
bungalow up to the bank building, from the home up 
to the hospital. 

While the corridors and rooms of a hospital are 
being white enameled by the air process, by merely 
substituting another container on the machine, the 
steam radiator is gold bronzed or the grill work on the 
stair way is tinted. 

Truly, the times have produced a likely pair of twins 
in the Air Brush Machine and Celluloid Enamel. 





RELATIONS BETWEEN BUYER AND SELLER. 





The following very interesting article was recently 
prepared by D. A. Merriman, General Sales Agent of 
the American Steel and Wire Company, and Chair- 
man of the Committee on Sales Correction of the 
American Hardware Manufacturers’ Association and 
published in “The American Hardware Manufac- 
turer”: 
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Suggested Essential Points to Be Included in Every Contract. 

The subject of The Relations Between Buyer and Seller 
is one that has often been discussed and that permits of han- 
dling from many different viewpoints, but the purpose of this 
article will be to treat it broadly and yet necessarily con- 
cisely, with the idea in view of eliminating some of the con- 
tentions that arise by the correction of Sales Contracts when 
made. 

Nearly every buyer of goods is also seller, and vice versa, 
and the average business man will abide by the terms of his 
contract as he understands them; there is where the difficulty 
comes in—misunderstandings. 

It is quite fair to state that during the past few years 
greater progress has been made in the direction of eliminat- 
ing disputes and misunderstandings between buyer and seller 
than for a long time previous, and while the irreducible 
minimum has not by any means been reached, the report of 
the committee charged with following up this branch of the 
work of The American Hardware Manufacturers’ Associa- 
tion shows that the relations between manufacturers and 
their customers are quite harmonious. 

There was a time when the average buyer was disposed 
to look upon a contract as a mere option and gave little 
thought to his.obligation to the seller. Happily that condi- 
tion no longer exists, and the improvement can be definitely 
traced to the co-operation between the buyer and seller in 
many ways, tending to promote the handling of business along 
lines that are recognized in this day and age as very neces- 
sary to success. Publicity, advertising, influence of trade 
journals and trade organizations have all had considerable 
to do with this evolution; for instance, the buyer who enters 
into a contract with a manufacturer knows that said manu- 
facturer must obligate himself for his raw material at fixed 
prices in the case of various metals, such as lead, copper, 
brass, steel spelter, pig iron, etc.—all on a strictly cash basis 
without guarantee of any kind. The item of labor alone con- 
stitutes a large portion of the cost, and that item is cer- 
tainly on a fixed basis. Fixed chargés and overhead expense 
seldom, if ever, grow less. The seller must and does obligate 
himself to deliver the goods regardless of market conditions, 
and the buyer has realized that the obligation must be two- 
fold and accepts his responsibility without question. 

Buyers Stand By Contracts. 

It is opportune to say right here that the vast majority 
of merchants with whom the members of our organization do 
business have fulfilled their obligations and stood by their con- 
tracts. The cynic may reply to this, “Why not? They always 
do in an advancing market.” But that is not a fair reply, 
and the manufacturers believe time will prove that no other 
class of merchants in the United States live up to the spirit 
and letter of their contracts better than the Hardware Job- 
bing Trade. 

Does the seller always do his share and fulfill his part of 
the obligation? It is not possible to answer this unquali- 
fiedly, “Yes,” and it is to be regretted that some instances have 
come to the notice of officials of this organization where for 
certain reasons some manufacturers have failed in the ful- 
fillment of their contracts. It is beyond the province of this 
article to even discuss the merits pro and con of any dispute 
of this kind, but it may be suggested to manufacturers that 
there are the most imperative reasons for arranging Sales 
Contracts in such manner that there will be no room for dis- 
satisfaction or misunderstanding on either side. 

Verbal Understandings Cause of Dispute. 

Verbal understandings very often lead to dispute. The 
essential points of every contract should provide for the fol- 
lowing : 

First: Quantity and description of material. If an 
optional quantity is intended have it written out. 

Second: Delivery period and a statement as to whether 
specifications shall be made monthly or within a certain period 
before expiration date. 

Third: Prices and terms showing the f. o. b. point 
should be plainly stated. If price is f. 0. b. mill or loaded 
on cars with the terminal charges absorbed, that should be 
covered. If the price is delivered at buyer's works, which 
nearly always includes a switching charge, it should be so 
stated rather than simply f. 0. b. city of destination. Ter- 
minal charges at origin or delivery point cause many disputes. 

Fourth: A clause containing general or special refer- 
ences to strikes and accidents, and the treatment of the con- 
tract in case the buyer fails to specify before expiration date 
or in case he fails to observe any of the other obligations in 
the contract. 

Fifth: If any kind of guarantee is given or implied 
directly or indirectly, reduce the understanding to writing. 

It will be impossible to exhibit any form of contract that 
will cover the various manufacturers in this organization, but 
a general observance of the points enumerated above will 
prevent disputes that should always be avoided if possible. 

It goes without saying that we have no suggestions to 
offer the buyer for his protection, believing implicitly, as we 
do, that every member of this organization fulfills cheerfully 
and as promptly as possible, his definite contracts with the 
trade. 
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SEND FOR THIS NEW TOOL BOOK. 


“Tool Book Number 13,” the new 432-page catalog 
of Goodell-Pratt Tools shown herewith, is now being 





Goodell-Pratt Tool Book Number 13. 


distributed. It is very attractively and conveniently 
arranged, bound in a handsome red cover, and is 
certain to prove decidedly interesting reading, as the 
previous edition has been entirely revised and re- 
written and many new illustrations added. Nearly 
2,000 tools are shown, many of which are new, the 
latest additions to the Goodell-Pratt line being spe- 
cially designated and indexed for quick reference. 
One of the introductory pages is headed, “A Talk to 
Dealers” and points out how the dealer can materially 
improve his tool sales by cooperating with the manu- 
facturers’ advertising campaign and using their adver- 
tising material, which includes booklets, display cards, 
circulars, pocket catalogs, electrotypes, etc. Another 
page emphasizes the fact that every tool shown in 
the catalog is made directly from raw material in the 
Company's factories, is designed to be as simple and 
efficient as possible, is made of materials that give 
longest service, and is carefully inspected and at- 
tractively finished. The tools illustrated and de- 
scribed include automatic drills, breast drills, bench 
drills, chain drills, bit braces, automatic screw drivers, 
ratchet and plain screw drivers, tool sets, hacksaw 
frames and blades, vises, grinders, levels, mitre boxes, 
gauges, glass cutters, punches, chisels, calipers, rules, 
squares, dividers, lathes, etc. Copies of this compre- 
hensive catalog can be obtained by addressing the 
Goodell-Pratt Company, Greenfield, Massachusetts. 





RETAIL HARDWARE DOINGS. 


lowa. 

Hans Anderson, Dana, has bought a hardware business. 

Isador Johnson, Kanawha, has disposed of his interest in 
the hardware business of Flower and Johnson. 

Charles H. Yearnshaw, Madrid, will engage in the hard- 
Ware business. 

Kohler and Son Hardware, West Bend, has been sold to 
Francis Fleming. ; 

F. F. Kirkendoll, Beaver, has purchased a hardware store. 

Lew Owen, Bancroft, has sold his hardware business to 
Jake Blossom. 
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_ Watson and Miller, Anamosa, are now exclusive owners 
of the Monroe hardware store. 

Robert Baird, Columbus, has sold his half interest in the 
Richie and Baird hardware store to his partner, Cal Richie. 

A. P. Cotton and Son, Ogden, are remodeling their hard- 
ware store. 

L. L. Linder Hardware Store, Bolga City, has been sold 
to M. F. Minihan, ; 

Ilinois. 

__ Alton Hardware Company, Alton, has been incorporated 
with a capital of $10,000 by Casper J. J. Jacobs, Alois J. 
Hussong and Henry Buckstrup. ; 

Kansas. 

The Houston-Zimmerman Mercantile Company, Hutchin- 
son, formerly the N, C. Elder Implement Company, has been 
incorporaied with a capital stock of $25,000 to sell hardware. 
harness and implements. 

, y Michigan. 

Peter Schneller and Joseph Schneller, Larium, will open 
a hardware business. 

; Minnesota. 

Dick Happ and Son, Augusta, will open a hardware busi- 
ness. 

Swenson Brothers, Bronson, have bought the Bronson 
Hardware and Implement Company. 

Ed Engel, Ellendale, has bought a hardware business. 

J. G. Wolff, Mapleton, will engage in the hardware busi- 
ness. 

Martin Marking and Melvin Haga, Rothney, will open a 
hardware store. 

MacDonald and Nelson, Beardsley, have bought the hard- 
ware stock of Ott Neumann. 

Henry Goergen, St. Hilaire, has purchased the Holmes 
hardware and grocery stock. 

A. L. and A. R. Nelson, Comfrey, have purchased the 
Adams and Redding hardware and furniture business. 

The Lieske Hardware Conipany, Henderson, has been in- 
corporated with a capital of $10,000 by A. L. and Fred Lieske 
and M. J. Lawrence. 

Holden and Hancock, Fosston, have dissolved partnership 
in the hardware and implement business, Mr. Hancock re- 
tiring. 

The hardware business of Schweider Brothers, Amboy, 
has been sold to Doc Days. 

Missouri. 

The J. F. Parrish and Son Hardware Store, Miltona, has 

been badly damaged by fire. 
Nebraska. 

C. E. Hanson, Osceola, has bought the Osceola Hardware 
Company. 

The J. P. Begue Hardware Store, York, has been sold 
to FE. Mulig and R. G. Carter. 

W. C. Zellmer, Lincoln, has purchased a hardware store. 

Otto Wilson, Millard, has sold his hardware store to Leo 
J. Burns. 

North Dakota. 

E. A. Fricke, Baldwin, sold his hardware and machinery 
business. 

Carl Jacobson of Jacobson and Fugels, Minot, has pur- 
chased the Jones Brothers hardware and furniture store, 
Crosby. 

B. I. Steug, Esmond, has purchased the interest of Ole 
B. Veum in the Esmond Hardware Company. 

Ohio. 

The Harter-Millar Hardware Company, Akron, has been 
incorporated with a capital of $25,000 by W. W. Millar, R. R. 
Andrews, H. P. Morgan, P. H. Nesbitt and Velma Blount. 

The Swanson Hardware Company, Gallipolis, has beer 
incorporated with a capital of $17,000 by Charles F. Swanson, 
Frank Swigert, Loren L. Stone and T. A. Thomas. 

South Dakota. . 

*The Dwyer and Babb, Wakonda, hardware and implement 
stock has been damaged by fire. 

Helmer Docken, Sherman, has bought a share in the Berg 
and Estenson Hardware Company. 

James McWilliams, Egan, has sold his nardware stock to 
Henry and Fred Schroeder. 

Texas. . 

The Columbia Hardware and Furniture Company, Colum- 
bia, has been incorporated with a capital of $12,000 by J. N. 
Pigg, John Dobbins, E. E. McLemore, J. FE. Thomas and 
W. B. Greenlaw. 

The Paris Hardware Company, Paris, has been incor- 
porated with a capital of $40,000 by F. K. Garver, O. F. Davis 
and Homan Starke. 

Wisconsin. 

The Walter Wilson Hardware Company, Green Bay, has 
increased its capital from $30,000 to $40,000, 

Gus Toel and Roy Hass, Neenah, will open a hardware 
store. 

Henry Froehlich, Black Creek, has bot 
in the Brandt Hardware Store, the new 
Brandt and Froehlich Hardware Company. 

The Miller Hardware Company, Bayfield, 
a fire loss. Pe 

Harry Gobler, Connersville, 
ville hardware store. 


ight a half interest 
name being the 


has suffered 


has purchased the Conners- 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








SIXTEEN MILLION TIRES TO BE SOLD 
TO AUTOMOBILE OWNERS IN 1917. 


1917, there were over three and a 
registered for licenses— 
It is esti- 


Qn January 1, 
half million automobiles 
which means that they were in active use. 
mated that more than a million and a half new cars 
will be sold this year, making a total of about five 
million automobiles in service, allowing for those dis- 
carded. 

In other words, fourteen million tires will be needed 
for the used cars during 1917 and at least a million 
and a half more for the new cars, or a total of some- 
where near sixteen million tires, at an average retail 
price of say, twenty dollars, so that a sum of over 300 
million dollars will be spent by automobile owners for 
this item alone. 

F. I. Reynolds, of the United States Tire Company, 
in a recent statement referred to this matter in the 
following very suggestive way: 

“Practically every automobile owner is a customer 07 
a hardware merchant in some relation of life, either 
for household hardware, industrial hardware, house 
furnishing goods, or some such commodity as is usu- 
ally marketed by the hardware dealer, and there is 
absolutely no reason why the dealer should not be 
purveyor to the automobile owner for his tire supplies 
as well as for all the other supplies which he is in the 
habit of purchasing from that particular dealer. 

‘As a matter of fact most householders and other 
owners of automobiles would much prefer depending 
upon their regular dealers for supplies for their motor 
cars than to diversify their purchases among several 
dealers. Consequently the hardware dealer has the 
opportunity not only to increase the volume of his 
sales to that particular customer, but to increase his 
good will with the customers by consistently consult- 
ing his convenience in having available supplies of all 
his needs in those lines.” 


+--+ 
> 


HEAT INSULATING COVERING PATENTED. 





Charles R. Manville, Milwaukee, Wisconsin, as- 
signor to the H. W. Johns-Manville Company, a Cor- 
poration of New York, has been granted United States 
patent rights, under Number 1,218,679, for a Heat 


Insulating Covering described in the following: 


A new article of manu- 
facture of the class de- 
scribed, comprising a sheet 
formed of a mixture con- 
taining fibrous asbestos and 
particles of corn-cob em- 
bedded in and in adhesive 
engagement with the par- 
ticles of asbestos, said sheet 
having relatively thick sheet 
portions formed by par- 
ticles of said corn-cob ma- 
terial and the material in which said particles of corn-cob are 











embedded, and having relatively thin sheet portions inter- 
mediate the portions of the sheet in which the particles of 
corn-cob forming part of said relatively thick sheet portions 
are contained. 


~~ 


METAL POLISH FOR DEALERS AND OWNERS 
OF AUTOMOBILES. 





You will have to travel far and wide to find the few, 
isolated individuals who are not particular as to the 
appearance of their car. Practically every automobile 
owner realizes that the trim, handsome appearance of 
his car is a distinct asset which affords him pleasure 
and enables other people to gain a favorable opinion of 
him. Hence owners, as well as automobile dealers 
cannot afford to be without an effective metal polish, 
such as is said to be found in the Black Silk Metal 
Polish, a can of which is illus- 
trated herewith. This polish im- 
parts a brilliant, lasting shine to the 
body of the automobile—further- 
more, it is claimed -not to dry 
out, rust through cans or freeze in 
any climate. The polish is also said 
not to settle and get hard in the 
bottom of the can, so that the last 
l*ur- 


Vay 
esp /| 


F 


METAL 


drop is as good as the first. 
ther particulars and price list, to- 
gether with information about 
Black Silk Stove Polish and Iron 
Enamel, can be obtained by ad- 
dressing the Black Silk Stove Polish Works, Sterling, 
Illinois. 


Post 





Can of Back Silk 
Metal Polish. 





PATENTS ANTISKIDDING AND BRAKING 
DEVICE FOR AUTOMOBILES. 


Under number 1,216,597, United States patent 


rights have been granted to Thomas O'Dowd, Warren, 
Ohio, for an antiskidding and braking device for auto- 


mobiles, described herewith: 
Means for retaining the rear wheels of a vehicle in its 
line of travel, comprising a plurality of disks in vertical 
& ai 

1,216,597 
é 
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planes parallel to the planes of said wheels, in combina- 
tion with a subsidiary axle therefor; a supporting frame 
for said axle pivoted in front of it; springs to normally 
hold said axle and disks off from the road; bars connecting 
said axle’s ends and the fulcrum of an operating lever; a 
lever and a lever lock, for the purpose set forth and as 
shown and described. 


+ 


The fall season is now with us for sure, but not the 
fall season for prices. 
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ADVERTISING CRITICISM AND 
~ COMMENT 


Helpful Hints for the Advertisement Writer 








“THE SOUL OF ADVERTISING.”’ 


Good copy is said to be the soul of advertising. 

Make-it-pay advertising means efficient copy, the 
kind that “gets across” and commands attention from 
the audience the advertiser is seeking. 

Whether any business man is a large or small buyer 
of advertising space, it is of little value unless rightly 
utilized with good “copy.” 

The same is true with any other kind of advertis- 
ing literature one may use in connection with his busi- 
ness. No element of advertising has a more vital in- 
terest than the construction of the “copy.” It must 
be sincere and honest, an expression of the right idea 
—to make the disinterested person “come across” and 
spend his or her money for the goods or proposition 
you have to offer. That is good copy, and when it is 
made to whet the appetite to buy or invest, its pur- 
pose and value are indisputable.—B. W. Orr. 


One of the chief requisites of an effective advertise 
ment is that it be easy to read, for most people glance 
at the pages of their newspaper in such a casual, dis- 
interested manner that they are attracted only to por- 
tions which are readable with little effort. [*urther- 
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more, since to many the appearance of the store is 
reflected in the appearance of the advertisement, it 
behooves the retail hardware dealer to put on a 
front” in his newspaper advertising. The Schumann 
and Guelker advertisement shown herewith, which oc- 
cupied a three and one-half inch double column space 
in the Beardstown, Illinois, /llinoisan-Star, is one of 
the easily-readable, neat-appearing type, made still 
more attractive by the novel border. The tendency 
nowadays is without question towards greater sim- 
plicity and uniformity in the typographical arrange- 
ment. 


‘ 


‘good 


There is, however, this serious defect, that the ad- 
vertisement is not specific. Nothing “stands out.” 
Nothing is, therefore, likely to remain in the readers’ 
minds to suggest that a visit be made to the store for 
the purpose of making a purchase. 


The word “Special” has done such valiant service 
and has been employed so often in newspaper adver- 


SPECIALS IN HOUSEFURNISHINGS 


These prices good for one week only 











- =. 
Rochester Electric Iron, Guar- 


anteed 10 years. Regular price 
$4.50, sale price $3.59. 





It will pay you to watch our’ advertisements 
and take advantage of the special prices we 


O’-Cedar Oil 3 
25c ae 19¢ Offer. We have the largest line of Hardware 


50c Bottle 39 and Housefurnishings on the south side. 


Ee. eH. FlLicKk 
Hardware Housefurnishings 
Crockery and Glassware 
1043 E. 63rd St., Corner Greenwood Ave. 
Phone Hyde Park 1390 We Deliver 











tising that it really deserves a pension. Yet there is 
no contradicting the fact that it has become greatly 
endeared to the large majority of newspaper readers, 
so as to exert a powerful magnetic effect that few 
other words have. The four inch, double column ad- 
vertisement reproduced herewith from the Auburn 
Park, Illinois, Weekly Reminder, one of Chicago's 
numerous neighborhood weekly papers, announces 
“Specials in Housefurnishings,” and it may readily 
be inferred that the chief attraction for the housewife 
in this advertisement is the lodestone “Specials.” 
Somehow or other, the average reader on noting the 
word becomes obsessed with an overpowering desire 
and curiosity to investigate, and on this condition is 
based the exceptional popularity and widespread use 
that it has attained. There is no doubt that the adver- 
tisement of FE. H. Flick, 1043 East 63rd Street, Chi- 
cago, proved effective, especially since it contained 
pertinent copy, gave specific price quotations, showed 
the complete address and telephone number, and em- 
phasized the fact that deliveries were made. 
* 

A trademark in itself has no particular value until 
it is connected up with an article or a concern that the 
public knows favorably through service and advertis- 
ing, because it is one of the recognized laws of modern 
business that even the manufacturer with a good arti- 
cle and a good trademark practically remains un- 


known outside the trade otherwise. 
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HEATING AND VENTILATING 











REMEDY FOR FAULTY INSTALLATION OF 
WARM AIR HEATER. 





On page 33 of our March 17th issue we published a 
request from “Installer” for assistance in remedying 
the faulty operation of the warm air heater installa- 
tion shown herewith. 

The following reply has been received from J. H. 
sedford, Bridgeport, Illinois: 

To AMERICAN ARTISAN: 

Answering the question of “Installer” on page 33 
of the March 17th issue of AMERICAN ARTISAN, 
would say that in the first place, he does not state 
what size pipes he uses for his cold air, nor size of 
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Fleor Plan and Elevation of Warm Air Heater Installation 
That Does Not Work Satisfactorily. 


collar on the heater for warm air outlet. He says 
that the heater has a 24 inch fire pot and is rated 
“1,000 to 1,500” cubic feet. He evidently means 
“10,000 to 15,000.” 

There are 20,160 cubic feet of space to heat, and in 
his floor plan he shows round faces for both cold and 
warm air, but does not indicate size of pipes used. A 
30 inch round face has a capacity of only 471 cubic 
inches.and an 18 inch face, 169 cubic inches, two of 
the latter making 338, which is 133 cubic inches less 
than warm air opening. This is a great mistake and 
will soon burn out the heater, and I expect the base- 
ment is overheated because the openings are all too 
small. If “Installer” used a 30 inch collar for the 
warm air outlet, he should have a 30x36 inch register 
face and box, and if he had 18 inch pipes for cold 
air he should use a 20x20 inch register face and box 
for one of the cold air pipes. Then he should replace 
the other with a 27x27. inch face and box and a 24 
inch pipe. This would give him 707 cubic inches of 
both cold and warm air, provided he does not con- 
tract his cold air pipes where connection is made 
with the heater. 








In doing work in North Dakota, I would have used 
a larger heater, but with the changes suggested, | 
believe good results will be accomplished if the heater 
is any good. 


Respectfully, 
J. H. Beprerp. 
Bridgeport, Illinois, March 19, 1917. 





From Charles Hahn, the well known installer, 5142 
Dakin Street, Chicago, the following letter has been 
received : 

To AMERICAN ARTISAN: 

Replying to “Installer’s” request for advice, he does 
not give the size of pipes from the cold air register, 
but we will presume that they are of the same capac- 
ity as the registers but even then he is short on cold 
air capacity; a 30 inch warm air register will take 
care of the job because the velocity is so much quicker : 
a 30 inch register has about 356 square inches and an 
18 inch register has 127, the two equalling 254, so 
he falls short 100 square inches, where he should have 
100 square inches more because the cold air is not 
traveling as fast as the warm air and it must have a 
bigger register. 

It may be that the cold air boot is round and if so 
it should have a deflector to prevent the heat from 
the fire pot from acting as a buffer on the cold air. 

A good way would have been a pit under the heater 
and a double casing, with two rectangular boots, say 
about 10x20 inches, with pipes dropping in at an 
angle and a partition between them reaching up about 
a foot to prevent the air to go down one cold air pipe 
and across through the other when the front door 1s 
open. 

CHarLes HAHN. 

5142 Dakin Street, Chicago, March 20, 1917. 





> 
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R. J. SCHWAB & SONS COMPANY GIVE 
DINNER TO SHOP EXECUTIVES. 





R. J. Schwab & Sons Company, Milwaukee, Wis 
consin, tendered another one of their family reunion 
dinners to sixteen of their shop heads Friday evening, 
March 16th. V.C. Lewis, of the Sheldon School, and 
W. J. Farbairn, Secretary of the Metal Trades Asso 
ciation, were the principal speakers. The evening 
was spent delightfully and aside from being pleasur- 
able was found profitable to all concerned. 





~-oo 


WANTS CATALOGS OF WARM AIR HEATERS 
AND METAL CEILINGS. 





E. J. Arnold, proprietor of the Capital Sheet Metal 
Works, Baton Rouge, Louisiana, wants catalogs of 
warm air heaters, metal ceilings and sheet me‘a! 
supplies. 
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TO WORK RIGHT? 


\Ve have received the following request for in- 
formation as to why the warm air heater installation 
shown in the accompanying illustration fails to oper- 
ate satisfactorily and how it may be changed to fur- 
nish sufficient heat: 

To AMERICAN ARTISAN: 

The sketch herewith shows floor plan and lay out 
of pipes, registers, etc., of a warm air heater installa- 
tion which does not heat the house properly. 

I took out an old heater and replaced it with a 
larger new one. The floor registers are the same as in 
the old job. I simply added the risers and more cold 
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WHY DOES THIS WARM AIR HEATER FAIL WHAT CAUSED *‘SWEATING’’ ON FURNITURE 


IN BUILDING HEATED WITH 
WARM AIR? 


‘A warm air heating installer in Louisville, Ken- 
tucky, presents an interesting problem in the follow- 
ing letter and our subscribers are invited to give their 
opinions as to the cause for the peculiar condition 
complained of. We should be glad to publish such 
letters as may be received: 
To AMERICAN ARTISAN: 

I have recently had an unusual complaint about a 
warm air furnace. The furnace was installed in a 
small bungalow with six register connections and the 
air supply was taken from the inside, being properly 
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Sketch Showing Installation of Warm Air Heater That Does Not Operate Satisfactorily. 


air. The pipes in basement have an 18 inch rise. All 
the windows are 30x60 inches. The house faces south 
as shown in sketch. 
Will someone please suggest how to make this in- 
stallation work better? 
Yours truly, 
J. A. Pontius. 


Geneva, New York, March 17, 1917. 


s 





V. A. SMITH COMPANY RE-INCORPORATED 
FOR $200,000. 





The V. A. Smith Company, 213 West Lake Street, 
Chicago, successors to John Westwick & Son Com- 
pany, manufacturers of warm air heating apparatus 
and general heating appliances since 1854, have re- 
incorporated for $200,000, with $100,000 in preferred 
stock, half of which is offered to the’ public, bearing 
ten percent interest, to provide for the large exten- 
sions of their manufacturing facilities made neces- 
sary by the Company’s increasing business. 


proportioned and of the same area as the outlets. 
There was nothing to prevent a free circulation of 
the air through the building. As soon as the weather 
became cold, with the temperature around the freez- 
ing point, an extraordinary amount of condensation 
took place, not only on the windows but on every 
piece of furniture throughout the house. 
noticeable on the piano, on the mantels, tables, chairs, 


This was 


and in fact the appearance was as though someone had 
poured water on everything in the building. 

This condition continued until the air supply was 
changed to the outside which has evidently cured the 
trouble. 

Can anyone give the cause of this unusual trouble 
and any other remedy that could have been used? 

INTERESTED READER. 

Louisville, Kentucky, March 20, 1917. 


The warm air furnace system, properly installed, 
is at present the only available system for the proper 
heating and ventilating of the home—Dr. H. W. 


Colbert. 














32 AMERICAN ARTISAN AND HARDWARE RECORD 


INFORMATION WANTED AS TO SUCCESS OF 
PIPELESS WARM AIR HEATERS. 


We are in receipt of a letter from J. H. Bedford, 
Bridgeport, Illinois, a warm air heater installer and 
general sheet metal contractor, in which he asks other 
installers to tell through our columns about the suc- 
cess or failure of pipeless warm air heaters that they 
have installed. 

We shall be glad to have installers write fully on 
this important matter and shall publish their letters, 
in order that the trade in general may obtain a better 
knowledge of the conditions where pipeless warm air 
heaters will or will not serve satisfactorily. 

Mr. 
To AMERICAN ARTISAN: 

I would like to hear from retail dealers through 
AMERICAN ARTISAN about the success and failures of 
pipeless warm air heater jobs they have installed. 

If some jobs did not work good at first, what was 
your trouble and what did you do to remedy same? 

low much difference do you find in the tempera- 
ture of room containing the register and the other 


Jedford’s letter follows: 


rooms’ Is ceiling over register much discolored ? 

| would like most of all to hear from some one that 
has used both the pipe and the pipeless warm air 
heater. As a comparison, how about fuel consump- 
tion? 

The reason I want to hear from the retailer is that 
he is the one who gets the “cussings” if the job doesn’t 
work ©. K. 

The above is meant for dwelling house heating. I 
have used pipeless apparatus for churches, school 
houses and store buildings for several years, but not 
for dwellings. 

(ne other question I would like to ask. 
use about the same sized heater for a pipeless job 
you would for a pipe job? 

Respectfully yours, 
J. H. Beprorp. 

bridgeport, Illinois, March 21, 1917. 

<<inaanelbiaicte 


EXPANDING JOINT OF WARM AIR REGISTER 
PREVENTS STREAKING OF WALLS. 


Do you 








In the illustration herewith are shown the parts of 
Rock Island No-Streak Lattice Design Register—the 
grille, steel frame 
and box. When 
this register is in- 
stalled, the frame 
is first placed over 
the single metal 
projection on the 
box and then fas- 
tened to the box. 
Next the grille is 
inserted in position 
at the bottom of 





Island No-Streak 
Register—Lattice Design. 


the frame and pushed back into place, thereby auto- 
matically expanding the single metal projection of the 
box out between the frame and grille, the latter finally 
being fastened in position with two large oval head 
bolts. 


Parts of Rock 


In this way, it is said, an absolutely tight joint 
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is obtained without any additional labor than the usual 
connecting operations. Aside from the expanding, 
interlapping slip joint which prevents the warmed air 
from streaking the walls, the register has such fea- 
tures as steel frame and removable grille with over ca- 
pacity free air opening, and malleable lever easily op- 
erated by hand or foot. Plain lattice or ornamental 
designs are furnished in different finishes, and catalog 
giving full details can be obtained by addressing the 
Rock Island Manufacturing Company, Rock Island, 
Illinois. 





LEXINGTON WARM AIR HEATER. 


According to the manufacturers, every feature es- 
sential to unfailing service is embodied in the Lexing- 
ton Warm Air 
Heater, one type of 
which is pictured 
herewith. Note 
worthy among these 
points of merit is 
the use of pure p'g 
iron exclusively, 
which 
form expansion and 
contraction, so that 
the double lap joints 
used give air-tight 
connections. An- 
other feature is the 
Twentieth Century 
slotted firepot con- 
nected to a top air belt so as to form air chambers 
through which air passes from the ashpit section and 
continually circulates around the firepot. Thus the 
coal gases are ignited and their heating value utilized, 
unconsumed. 
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Lexington Warm Air Heater. 


instead “of escaping up the chimney 
The dome with feed section of the warm air heater 
has an extra large fuel opening with tilted lower short 
section which is said to prevent the lodging of coal 
and gives easy access to almost the entire surface of 
the grate when it is necessary to use a poker. A pipe- 
less style of the Lexington Warm Air Heater is also 
furnished, and copy of the latest catalog just off the 
press can be obtained by addressing the Culter and 
Proctor, Stove Company, Peoria, Illinois. 





OPPORTUNITY TO SECURE PATTERNS AND 
FOLLOW BOARDS FOR WARM 
AIR HEATER. 


The Auer Register Company, Cleveland, Ohio, pre- 
sents an unusual opportunity by offering to furnish 
patterns and follow-boards for a warm air heater of 
modern design. Four sizes of the patterns and fol- 
low-boards can be secured, at low prices. Manufac- 
turers who are interested should communicate as soon 
as possible with the Auer Register Company, Cleve- 
land, Ohio. 
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I never saw a real live wire looking for a soft snap 
or talking enviously about the easy time some other 
Live wires aren't wasting time that way. 


fellow has. 
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REGISTERS COMPLYING WITH ASSOCIATION 
BUILDING CODES. 


One of the chief merits ascribed to Symonds’ Warm 
Air Registers is that they comply fully with all the 
building codes and 
specifications of the 
National Warm Air 
Heating and Venti- 
lating Association. 
These registers are 
made in a Semi- 
Steel Mission De- 
sign, pictured here- 
with, in 1, 3 and 5 
inch extensions, and 
in an All Cast Floral 
Design, extending 2 
and 3% inches. By 
means of a patented 
hook and bolt fastening device, they are said to be 
quickly and securely fastened to the stackhead, giving 
a practically air tight connection. Another design is 
the Wafer Register for use in plastered walls above 
the baseboard. This is firmly applied in the same 
manner and is intended. for shallow flues. The manu- 
facturers have just issued the latest price list on 
Symonds Side Wall and Baseboard Registers as a 
supplement to their regular catalog, and copies of 
these, together with discount sheet, can be obtained 
by addressing the Symonds Register Company, 3117- 
23 Minnesota Avenue, St. Louis, Missouri. 





Symonds Basebord Register 
Mission Design. 
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BASE FOR WARM AIR FURNACES AND HOT 
WATER AND STEAM BOILERS 
PATENTED. 





Under Number 1,218,824, United States patent 
rights have been granted to Samuel Aikins, Weston, 
Ontario, Canada, assignor of one-half to Achille A. 
Pinard, Ottawa, Ontario, Canada, for a Base for 
Warm Air Furnaces and Hot Water and Steam Boil- 
ers, described as follows: 


A furnace _ base, 
consisting of a com- 
bustion chamber, a 
cylindrical outer wall 
spaced from the wall 
of said combustion 

x chamber, the space 
between said combus- 
tion chamber and 
said cylindrical wall 
being divided into 
two separate cham- 
bers by a diaphragm, 
the lower chamber 
being provided with 
an air inlet pipe, said 
combustion chamber 
being provided with 

: openings communi- 

cating with the space between said combustion chamber and 
said cylindrical wall, the upper chamber being provided with 
an air intake and an air exhaust pipe, a water pipe in said 
upper chamber bent to form a segment of a ring and having 
a screw cap closure at one end and the other end extending 
out through said cylindrical wall, an automatic control at the 
extended end of said pipe, said control consisting of a con- 
tainer screwed to its base and having a shut-off valve inside 
with water connection to said valve, and an over-flow pipe, 
said bent water pipe having upwardly extending branch pipes 
with their upper ends funnel shaped, and oppositely situated 
doors opening into said combustion chamber. 
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ATTRACTIVE OFFER OF ART CALENDARS 
FOR 1918. 


It is to be questioned whether many dealers in 
warm air heaters realize that an art calendar is a very 
suitable piece of advertising matter that will be given 
space in the customers’ homes—furthermore, that 
money cannot buy this space, yet it costs only a few 
cents a year, and the calendar is a gift that the cus- 
tomers will appreciate at the time when they expect 





to be remembered. In consideration of this circum- 
stance, R. J. Schwab and Sons Company, Milwaukee, 
Wisconsin, manufacturers of the Gilt Edge Warm Air 
Heaters, make Annual Gilt Edge Calendar offers 
which, by a cooperative buying plan, enable the dealer 
to save materially in his calendar expense. A folder 
recently distributed announces the 1918 Calendar 
Offer and illustrates the two beautiful pictures used 
on the calendars which are actual color reproductions 
from original paintings by noted artists. Dealers are 
urged to make their reservations early as this is a 
great opportunity for obtaining excellent calendars at 
very low prices. The dealer's advertisement will be 
printed free on each calendar. Tull particulars of the 
1918 Offer can be obtained by addressing R. J. 
Schwab and Sons Company, 283 Clinton Street, Mil- 
waukee, Wisconsin. 

COMPLETE LINE OF SIDE WALL REGISTERS 

AND OTHER TYPES AT ATTRACTIVE 
PRICES. 





V. A. Smith Company, 213 West Lake Street, Chi- 
cago, successors to John Westwick and Sons Com- 
pany, are now offering a complete line of side wall 
registers, one of which is 
pictured herewith, and 
also plain lattice floor 
registers, cold air faces, 


etc., at very attractive 


prices. Those who have 
not filled their register re- 


SR 


quirements for 1917 are 
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advised to investigate, as 
the registers offered are 





efficiently constructed of 
Side Wall Register, 
Vv. A. Smith Company. 


pleasing in appearance. [ull particulars, together 


durable material and are 


with warm air heater catalog, can be obtained by ad- 
dressing the V. A. Smith Company, 213 West [ake 
Street, Chicago. 

ee 


REPRESENT YOURSELF TO BE WHAT YOU ARE 


Represent yourself to be what you are, stand for 
your ideals gently but firmly. Never sacrifice your 
conscience or better judgment for the sake of a friend- 
ship, for what you will gain is not a friendship. 

If you will courageously stand your ground you will 
attract people who admire these qualities. Among 
them you will make friends who will stand by you in 
prosperity and adversity. These are the friendships 
that are genuine, that last undimmed through pleasure 
or pain.—James W. Beckman. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR RIGHT ANGLE TEE OF 
DIFFERENT DIAMETERS. 





BY O. W. KOTHE. 
The average tinsmith finds considerable use for 
Tees, especially the one shown by “A,” while the one 
in “B” must be used where a pipe cannot be run in on 


the center to a stack. In this case we have one large 
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Development of Patterns for Right 


stack described from the center X from which we de- 
velop the two Tees. The one “A” is developed on 
center and so from the center X draw a line as the 
center of your Tee, then strike your half circle and 
divide into equal spaces, and from these points square 
in lines parallel to center line X-4 thus cutting large 
arc in points 1’-2’-3'-4’. 

For the pattern measure off your stretchout as I-I 
in pattern “A” and using the space 1-2 in half circle 
as a trial step; then step off the spaces for stretchout 
line in line 1-1. Next draw your stretchout line, and 
from each point as 1’-2’-3’-4’ erect lines cutting those 
in stretchout having the same number. You can also 
pick these lines with your dividers and transfer them 
into stretchout, which gives you the same miter cut 
as shown. 





Should it be desired to lay out the opening where 
this branch is to fit into the large stack, draw a 
straight line as 1’-1’ and with your dividers pick each 
space separately as 1’-2’-3'-4’ from large arc and step 
off as 1’-2’-3’, etc., in pattern for opening. Draw 
your stretchout lines and with your dividers, pick the 
length of sectional lines from circle, using the center 
line as center and step off your points as 2’-2”, 3'-3”, 
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Angle Tee of Different Diameters. 


4’-4”, etc. This gives you the outline for opening, 
only that additional metal must be allowed to make 
the circumference for stack. 

The same holds good with the branch off center 
“B.” The idea is to draw this branch to miter into 
the stack in the exact position you want it. Then draw 
your half circle and run your lines into arc of stack 
as in points 7’-6’-5’, etc. From this point on follow 
the same method of development explained for the 
branch “A” thus giving you the pattern as shown by 
“B.” The same holds good with the opening “B.” 
Pick each space separately where the Tee intersects 
the stack as in points 1’-2’-3’-4’-5’-6’-7’, and step 
these off on a straight line in numerical order as 
shown. Draw your stretchout lines and with dividers 
pick your length of sectional lines from half circle 





























2g, 
ke 








* 


\e 








March 24, 1917. 





and step off your lines in stretchout. This gives you 
ihe points for tracing your line and finishes your pat- 
tern. When these Tees are riveted to the stack, edges 
for flanging must be allowed. It is also well to allow 
an edge on the inside of opening to permit hammering 
over on the edges of Tee. 





APPROXIMATION IN PATTERN DRAFTING 
SHOULD BE ACCOMPANIED BY 
THOROUGH EXPLANATION 
OF REASONS WHY. 


The following letter has been received from Kurt 
Kerstein, 421 Prospect Place, Brooklyn, New York, 
a well known instructor of sheet metal work and pat- 
tern drafting, in which attention is called to the-danger 
of teaching “approximation” without a thorough ex- 
planation, and also suggesting that whenever practical 
the true geometrical solution be given as well: 

To AMERICAN ARTISAN: 

In the March toth issue of AMERICAN ARTISAN a 
problem was presented on the development of patterns 
for an inclined Tee Branch that was of more than 
ordinary interest to me. 


In one paragraph of this article the author states 


that’ the average tinsmith draws the miter line A D' 


straight, referring to his drawing, and that it is to be 
observed that this miter line is not straight and can- 
not so be to fit properly on the other pipe. 

Unfortunately no other explanation was given for 
this deviation from the strict principles of geometry, 
which call for a straight miter line as the intersecting 
line between two cylinders of equal diameter, inter- 
secting one another at an angle. 

I feel certain that further information on this sub- 
ject will be welcomed by the average tinsmith who 
cannot be expected to appreciate the full value of this 
new method of obtaining the above mentioned miter 
line until such method is fully explained. 

I wish to offer a suggestion to all writers who would 
instruct the mechanics untrained in pattern drafting, 
in development of surfaces by approximation. 

Approximate development has an important place in 
our work, but to the unskilled user is will eventually 
lead to mistakes, not easily rectified. It is, therefore, 
of great importance to all, that when an approximate 
method is submitted, it be so mentioned. Also the per- 
centage of error which usually follows when condi- 
tions are changed. 

My experience as mechanic, and at the present time 
as teacher of Sheet Metal Work and Sheet Metal Pat- 
tern Drafting in one of the local public schools, has 
convinced me that it is not practical to teach approxi- 
mation, unless a thorough explanation accompanies 
the problem, and whenever practical the true geo- 
metrical solution is also given. 

I wish to express my heartiest appreciation for your 
courtesy in the past and also wish to state that 
AMERICAN ARTISAN finds many interesting readers in 
the pupils of my shop. 

Respectfully yours, 
Kurt KErsTEIN. 

421 Prospect Place, Brooklyn, New York, March 
17, 1917. 
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WANTS METHOD FOR DEVELOPMENT OF 
, PATTERNS FOR FUNNELS. 


To AMERICAN ARTISAN: 
I would like to have some one furnish me with 
information as to the method of obtaining mitre lines 
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Plans, Elevations and Sideviews of Funnels for Which 
Patterns Are Desired. 


and developing patterns for the two funnel shaped 
pipes shown herewith. The upper is from circle to 
ellipse as indicated, while the lower is from rectangle 
to circle. 
Yours truly, 
STUDENT. 
—_———., Illinois, March 13, 1917. 
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SECURES PATENT FOR VENTILATOR. 





Charles L. Picalky, Buffalo, New York, has obtained 
United States patent rights, under number 1,218,164, 
for a Ventilator described as follows: 


A ventilator comprising a body 
of a plurality of tubular. sec- 
tions one of which is adapted to 
be fixed in an opening of a wall 
or partition and the other adapted 
to movably engage said fixed sec- 
tion and to project above the wall, 
a cap arranged adjacent to the 
outlet end of said body, and 
means for adjustably connecting 
said cap and body comprising 
screw nuts mounted ona the inte- 
rior of said body sections and a 
screw upon which said cap is 
mounted and which engages with said screw nuts. 


” 
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The Metal Roofing Materials Company, 203 East 
135th Street, New York City, will soon erect a 5- 
story, 30x90-foot plant addition. 
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ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO ELECT NEW OFFICERS. ° 


At the annual meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago, reports of the 
officers and committees were rendered, showing that 
considerable progress had been made in the matter of 
a better understanding of the fundamentals of busi- 
ness building and also that the Association had come 
through its first two years with a fair cash balance 
in its treasury. 

lor the coming year plans are under way which 
there is every reason to expect will make their organ- 
ization of still more influence in bringing the sheet 
metal contracting business in Chicago into a really 
healthy condition. — 

To the officers and members of the Association 
who have carried the burden of the work during the 
past two years—usually the most difficult period in 
organization activities—great credit is due for what 
they have accomplished. 

The following are the new officers: 


President—David M. Haines, 1933 West Lake 
Street. 
Vice-president—A. E. Detwiler, 4012 Cottage 


. Grove Avenue. 

Treasurer—Emil Renisch, 25 West Illinois Street. 

Secretary—W. W. Rockwood, 213 West Austin 
Avenue. 

Sergeant-at-Arms—K. Hirsch, 2018 West Division 
Street. 

Governors—John Peterkin, 316 West Austin Ave- 
nue; L. B. Piper, 1258 Wrightwood Avenue; O. M. 
Bales, 3962 Cottage Grove Avenue; Max Hempel, 
3016 East gist Street; J. C. McFarland, 2701 South 
Fifth Avenue. 

To the new officers and governors, this publication 
extends its most cordial cooperation in the work of 
promoting the spirit of progress and betterment in the 
sheet metal trade. 





URGES DELEGATES TO NATIONAL 
CONVENTION OF SHEET METAL 
CONTRACTORS TO PREPARE 
WELL FOR MEETING. 





In the following letter sent out to Wisconsin dele- 
gates and alternates to the National Convention of 
Sheet Metal Contractors, to be held June 12 to 15, at 
Cleveland, Paul L. Biersach, Secretary of the Wis- 
consin State Association, urges that they keep in par- 
ticularly close touch with all matters pertaining to the 
industry, so that they may render the best possible 
service to the Association as well as derive the great- 
est possible benefits for themselves by attending the 
Convention: 

“Our State Association in Convention assembled 
on March 15th, 1917, at the Wisconsin Hotel, Milwau- 
kee, elected you as a delegate to represent them at the 
Convention in June, under the auspices of our Na- 
tional Association of Sheet Metal Contractors and as 
you have been honored and intrusted with this mission, 
it is up to you from now on to keep in touch with all 
matters pertaining to our industry, so that you will be 
in a position to represent us intelligefitly. 








“It is suggested that you make your notes from time 
to time so that nothing will be forgotten, and if we 
all go there fortified with material and topics, which 
will do credit not only to our industry, but also our 
Wisconsin Association, it will instill new life into the 
work for which we are putting forth all our endeavors. 


~~ 
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P. D. SHELMIRE JOINS SALES FORCE OF 
BRIER HILL STEEL COMPANY. 





P. D. Shelmire, who for the past fourteen years has 
been associated with the Friedley-Voshardt Company, 
Chicago, has joined the selling organization of the 
Brier Hill Steel Company and will continue to call on 
the sheet metal contractors in Chicago and the nearby 
territory. 

“Shelly,” as he is known to his many friends in the 
trade, is a hard worker and will no doubt do well in 
his new connection. 


~~ wa 


BOOK OF METAL STATISTICS FOR 1917 
JUST ISSUED. 





“Metal Statistics, 1917,” the tenth annual edition of 
the book published by the American Metal Marke: 
Company, has just come off the press. In compiling 
this addition, the same care has been exercised as with 
previous issues; the publishers state that although the 
trade already considers “Metal Statistics” as prac- 
tically complete in the ferrous and non-ferrous metal 
helds, for buyers and sellers as well as plant man- 
agers and engineers, some new data has been incor- 
porated, and as all tables of production, prices, etc., 
have been carried forward a year with scarcely any of 
the old data omitted, the comparisons are given a 
still broader scope. The point is also called to atten- 
tion that the monthly averages of prices of iron and 
steel and the non-ferrous metals are based on the daily 
quotations published in the “American Metal Market 
and Daily Iron and Steel Report.” Those desiring 
copies of the book should address the American Metal 
Market Company, 81 Fulton Street, New York City. 


KNOWS WORTH OF AMERICAN ARTISAN. 


To AMERICAN ARTISAN: 

Enclosed please find check to pay for next year’s 
subscription to AMERICAN ARTISAN. I know its worth. 
Respectfully, 

E. J. ARNOLD. 
Jaton Rouge, Louisiana, March 16, 1917. , 





NEEDS AMERICAN ARTISAN IN HIS 
BUSINESS. 


To AMERICAN ARTISAN: 
I would not be without AMERICAN ARTISAN. 
Yours Very Truly, 
Oscar J. Rupr. 
301 Washington Street, Dayton, Ohio, March 20, 
1917. 
ote 


We would have more ideal cities but for the scarcity 
of ideal citizens. 


March 24, 1917. 
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CHICAGO SHEET METAL CONTRACTORS TO 
CONSIDER LICENSE PLAN. 





At a meeting of the officers and governors of the 
Allied Sheet Metal Contractors’ Association of Chicago 
held Thursday, March 22nd at the Hardware Club, to 
which a number of representatives of the supply 
houses were invited, it was decided to issue a call to 
every sheet metal contractor and supply house in 
Chicago to be present at a special meeting on Tues- 
day, April third, 8 P. M., at the Hardware Club and 
discuss the proposed licensing of all persons or firms 
engaged in sheet metal contracting and other impor- 
tant questions in connection therewith. 

The Committee which was empowered to draft the 
call is composed of the following gentlemen: 

David M. Haines, Haines Company, 1933 West 
Lake Street; A. E. Detwiler, 4012 Cottage Grove 
Avenue; Emil Renisch, Renisch & Wallace, 25 West 
Illinois Street; W. W. Rockwood, Mellish-Haywood 
Company, 213 West Austin Avenue; John Peterkin, 
3160 West Austin Avenue; O. M. Bailes, 3962 Cottage 
Grove Avenue; Max Hempel, 3016 East gist Street; 
L. B. Piper, 1258 Wrightwood Avenue; K. Hirsch, 
2018 West Dvision Street; Joseph A. Rees, of Brier 
Hill Steel Company; A. George Pedersen, Editor of 
AMERICAN ARTISAN, the last named acting as Secre- 
tary of the Committee: 

The call follows: 

To Att SHeer Mera Contractors IN CHICAGO: 

Inasmuch as there is more than a probability that 
the sheet metal contractors of Chicago wilt be re- 
quired to take out a license and pay a fee for same, 
simply as a matter of raising revenue for the city, it 
would seem no more than proper than that those who 
have the interest of the sheet metal trade at heart 
should take advantage of this opportunity and place 
the sheet metal contracting business on a more sub- 
stantial basis. 

This, we believe, can be done by having the license 
issued only after suitable examination of the. appli- 
cant in which he should be required to prove his abil- 
ity not only as a practical sheet metal man but also as 
a manager of the business. 

It has been suggested that for this purpose a Board 
of Examiners should be created to exercise such su- 
pervision and that on this Board should serve repre- 
sentatives of the various branches of the sheet metal 
contracting business as well as of the supply houses. 

The suggestion has also been made that in so far as 
is commensurate with our present laws, the supply 
houses should cooperate in this matter by refusing to 
grant credit to or sell material to men who do not 
thus demonstrate their ability to conduct their busi- 
ness along the right lines. 

Before presenting this proposal to the City Council 
which now has the matter of trade licenses under 
consideration, it is desired to have a full and free 
discussion of this important matter, and for this pur- 
pose, vou are urgently and cordially invited to a 
meeting of the sheet metal contractors in Chicago, 
under the auspices of the Allied Sheet Metal Con- 
tractors, which is to be held Tuesday, April 3, 8 P. M., 
at the Hardware Club, 12th Floor of the Cunard 
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Building, Southwest corner of Dearborn and Ran- 
dolph Streets. 

If you have any objections to the plan proposed, 
we shall be glad to have you present and state them 
as we have no desire to do anything which will not in 
the long run be for the benefit of the sheet metal 
contractors of Chicago. 

If you approve of the plan in general but feel that 
changes of one sort or the other should be made 
before submitted to the City Council, please let us 
have them either by letter or preferably in person at 
the meeting. 

This is a matter vital to the interest of every sheet 
metal contractor in Chicago, whether his business be 
large or small, and you owe it to yourself to be pres- 
ent and take part in the discussion which will be held 
at the aforementioned date. 

Yours for better conditions in the sheet metal trade. 

COMMITTEE ON LICENSE. 





STOVEPIPE HOLDER PATENTED. 


Leonard I. Wirtz, Pilger, Saskatchewan, Canada, 
has obtained United States patent rights, under num- 
ber 1,214,105, for a stovepipe holder described in the 
following : 


In a stove pipe holder, the combination with a chimney 
having a lateral flue opening, a pipe projecting into said open- 
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ing, a transversely corrugated elbow carried on the end of 
said pipe and extending downward therefrom, a ring having 
an eye above said elbow and secured around the elbow in the 
bottom of one of the corrugations, a series of detachably 
connected links of- different lengths, a hook formed on the 
innermost link for engagement with the inner wall of the flue, 
the outermost link being threaded and being adapted to pass 
through the eye of said ring, and a nut on the extremity of 
the outermost link hearing against said eye. 


BRANDS TONCAN METAL SHEETS 
THREE TIMES. 





The Stark Rolling Mill Company, Canton, Ohio, has 
adopted a policy of marking all of its galvanized sheet 
products in three places on each sheet instead of only 
twice, as heretofore. The stamp containing the words 
“Toncan Metal Sheets” is placed on both ends of the 
sheet and also in the middle. ‘This method of brand- 
ing makes it certain that even the smallest consumer, 
who may buy only part of a sheet, will know exactly 
what he is getting. The Stark Rolling Mill Company 
found in the past that parts of sheets returned as de- 
fective were not of its manufacture. [By branding 
each sheet in three places the customer is protected 
from any difficulties of this sort. The brands are 
stamped with a large rubber stamp about 18 inches 
wide and 26 inches long which is curved in order to 
facilitate its manipulation by an inexperienced work- 
man. The ink is furnished by a self-inking stamp pad 
of large dimensions. A red ink is used which is said 
to be impervious to water and to resist removal except 


by the application of acids or abrasives. 











38 AMERICAN ARTISAN AND HARDWARE RECORD 


March 24, 1917. 





Michigan Sheet Metal Contractors 
Hold Highly Successful Convention 











The Sixth Annual Convention of the Michigan 
Sheet Metal Contractors’ Association which was held 
March 21, 22 and 23 at Jackson 
was an unqualified success. The 
attendance was the largest in 
the history of the Association, 
considerably more than one hun- 
dred contractors being present 
and many representatives of the 
supply houses. The program 





Insignia on 
Membership . e 
Certificate. was carried out in excellent 


manner and was exceedingly well balanced. The in- 


terest manifested was intense. Altogether it was an 
affair of which the Association and those in charge 
of the Convention may well have cause to feel proud. 

Great praise was bestowed in particular upon the 
work performed by President Lewless and Secretary 
Martin, to whose untiring efforts much of the success 
is due. The officers and committees in charge of the 
work during the past year follow: 

President—A. B. Lewless, Saginaw. 

Vice-president—C. H. Dart, Port Huron. 

Treasurer—J. A. Shouldice, Battle Creek. 

Secretary—A. F. Martin, Saginaw. 

Sergeant-at-Arms—Frank Mathieu, Midland. 

Executive Committee—G. A. Van Landegend, Hol- 
land ; George M. Bell, Jackson; E. M. Alsbaugh, Jack- 
son; C. S. Ederle, Battle Creek; Frank M. Brockett, 
Battle Creek; C. S. Weatherly, Grand Rapids. 

Resolutions—G. A. Van Landegend, Holland; Fred 
Hossie, Flint; J. Temple, Kalamazoo. 

Legislative—Joe Van Rossum, Grand Rapids; 
William B. Cramer, Muskegon; E. H. Ward, Lansing. 

Place of Meeting—Burt Ferris, Freeland; W. J. 
Schweitzer, Flint; Fred Schoolcraft, Otsego. 

Program—A. F. Martin, Saginaw; A. B. Lewless, 
Saginaw ; J. A. Shouldice, Battle Creek. 

Auditing—J. A. Dart, Port Huron; Homer Parrish, 
Charlotte; Robert Butler, Alma. 

Nominating—Frank Brockett, Battle Creek; A. S. 
Albright, Saginaw; C. M. Rutherford, Jackson. 

Membership—Frank Feiner, Ann Arbor ; John Tos- 
sel, Bay City; J. S. Ferguson, Saginaw. 

Wednesday’s Sessions. 

At 8 A. M. Wednesday the Auditing Committee 
met to examine the books of the Secretary and Treas- 
urer, which were found to be correct and showing the 
healthy condition of the Association. 

At 9:30 A. M. the Executive Board held a short 
meeting to take final action on some matters to be 
brought before the Convention. The opening ses- 
sion was called to order at 11 A. M. by President 
Lewless. He then introduced C. F. Holland, Secre- 
tary of the Jackson Chamber of Commerce, who ex- 
tended a cordial welcome to the delegates and guests. 





After luncheon F. E. Wooley, Ann Arbor, intro- 
duced with pertinent remarks the subject of “Warm 
Air Heater Installations,” followed by Secretary Mar- 
tin who gave an interesting demonstration on “The 
Cost of Warm Air Heater Installation” by outlinmg 
in detail the cost in connection with the installing of a 
warm air heater in a 9-room semi-bungalow in Sagi- 
naw, the work having been done by men from his 
shop. The figures given herewith are taken from Mr. 


Martin’s own cost sheets: 
Cost Figures on Warm Air Heater Installation. 


1 Warm Air Heater, 28 inch Fire Pot............. $ 70.00 
SRN ER es pi Bis eeas anlecate is seit Gin de Glia Mid sorbiels we 14.72 
48 teet Number 8 Double Stack..................02. 21.60 
12 MOET NO: 1 TPGUUIO-SERCK $0.5 so bcc ee se dese wae 4.50) 
4 Sxi2 Stack Heads Number 1.........,.......... 3.50 

I) 3x10" Steck dead Nimber 1....................5 84 
ee ee ee re 3.50 
ee RR ee eee 84 
2 Number 40 Register Boxes 2.2.0.6. .60.6 5000s 64 
1 Number 1 Register Box 10x12................... 85. 
L Number 1 Resistor Box (W744. ... cose cee ces 1.00 
4 Number 4 Elbows for Number 8 Stack.......... 2.80 
4 Nummer O00 J Git ewisier. .... 22. cccccscces 2.88 

1 Neamber 340 J Bxil0 Register... .....6..5..2 00008 67 
oe ee ee D0 

I Number 200 D2 9x12 Register .................. 1.70 

1 Number 134% D-2 12x14 Register................ 3.61 

1 Number 132% D-2 10x12 Register................ 2.30) 

1 Number 508 Boot. 10 inches............ ves seas 60 

| Nesmiver GGG Boot, 12 Mes... 6... siccsnvcvccves 88 

bk 2 8 8 er err rors ee rere 12.26 
184 pounds Number 27 Galvanized Iron for Cold Air.. 18.52 
1) fect 6 mach Roted. Tin PIC. ......00ccseccccecss 1.82 
Geet 9 Mace Rew Tee Fee .c. . oc cececs esses... 7.35 
SB tect 10 Min Bout TiN PMC... 5. ees pines 1.56 
© Geet TP tee ROOE Tih PPC... 2. 2 cc cdcscvccess 1.35 
ts &. Se ee errr re 1.15 
eae) RNID RONEN ON ocx ice oo 5 eid ios peel chide se bas 2.25 
DIA DUN TEROOWS: 3 )5505.560 cise eA eee étac0 vies es 60 

Tee ec age EC a 42 
2 ACH: WOUKCC SPAINNETS: ..65 oe dees dcee cess cee 20 
SF) a Re TPRIRDETS 2b. oc ois goss se sence seen 60 
Ge BR oe Lo a 13 
Eee ee NE SONG voce n sce ecsvcnnsgeeev ens lt 
EN BS NO) aE a 3.20 
2? pounds Number 22 Galvanized Iron Smoke Pipe.. 1.95 
Solder, Wire, Paste, Putty, Nails and Bolts....... 1.00 
12% hours Man putting in stacks .................. 4.38 
7% hours Helper putting in stacks................. 1.88 
EE eS AEE CONOR DES CAS a EE bene deSE NRE 6.26 
i rere errr re ere 10.42 
i ee ee 8.44 
ere eer ee Kee oitieie cs se pole wie ise ae eae ae tai 18.86 
40 


LERINULY BROUNEROR S.05.c ck occas auosaciant else 
ee ree re ee re reer Ter rer oi ae S $2! 38.44 

It will be noted that 100 percent overhead was 
charged on “productive labor” and three percent on 
the same items for liability insurance. 

Charge slips were made out for all material sent out 
with job and credit given for all material returned. 

Each item of labor and material in the list was 
taken from the cost sheet and figured at the market 
price. 

Great interest was shown in Secretary Martin’s 
demonstration and a very instructive discussion on 
Overhead Charges followed, in which many took part. 

At an Executive Committee meeting on Wednesday 
afternoon it was decided to send delegates to the Na- 
tional Convention, June 12 to 15, at Cleveland, also 
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to affiliate with the National body if the latter changes 
its Constitution and By-laws to permit per capita rep- 
resentation as per the report of the Committee ap- 
pointed by the National President, George Harms, 
Peoria, Illinois, of which George Van Landegend, 
Holland, Michigan, is Chairman. 


As the National Association will no doubt adopt 
the amendments covering these points, the organized 
sheet metal contractors in Michigan will join in a 
body and thus add material strength—both in num- 
bers and ability—to the forces that are working in a 
national way for the improvement of conditions in 


the sheet metal trade. 
Thursday’s Sessicns. 
The first part of the session on Thursday forenoon 


was devoted to a blackboard demonstration on Over- 
head and Cost System, conducted by President Lew- 
less, who introduced the subject with the following 


remarks: 
Fundamentals of Cost System for Sheet Metal Contractors. 

It is a fact too little realized that an accurate under- 
standing of costs is fundamentally related to manufacturing 
efficiency. More and more sheet metal contractors are joining 
the ranks of those who realize the necessity of knowing 
accurately their costs of manufacturing and selling. Every 
sheet metal contractor who joins in this work can feel that 
he is doing his part toward the improvement of business 
generally and his own business in particular. 

There are a number of objections in the minds of 
sheet metal contractors, who have not installed cost systems, 
to taking the matter up. One of these is the feeling that 
exists in the minds of so many that their business is dif- 
ferent from any other and that no system could be devised 
which would give them true costs. The most common objec- 
tion is that of the cost of installation and the expense of 
operation. Many sheet metal contractors are of the opinion 
that a cost system means an endless amount of detail and 
red tape and the assistance of a number of extra clerks. It 
is true, in many cases, that some extra labor may be 
required, but not to the extent that the contractor fears. If 
the sheet metal contractor will look upon a cost system as 
an investment which he expects to produce for him a fair 
return in the same manner that an investment in improved 
machinery would, the objection as to the expense is not a 
strong one. 


Cost System Means Knowledge Instead of Guess. 

Most of the sheet metal contractors are of the opinion 
that they do not need a cost system because they think they 
know what their goods cost. They may, and a number 
of them do have an approximate idea of what their goods 
cost, but in a large number of instances this supposed 
knowledge is based on foremen’s guesses in advance as to 
the time necessary to do the work or as to the time spent 
on the work after it is done. Guesswork is unsafe and 
poor business practice. 


Previously the necessity *for finding out the true manu- 
facturing costs was not as important or necessary as it is 
today. Margins between cost and selling price in our line 
were larger Costs could be disregarded except in a general 
way and a good return still be made on the investment; but 
today margins of profit’ in our line are very much narrower 
than previously, and the necessity for the most efficient man- 
agement and closest analysis is felt as never before. 

It is necessary today for the sheet metal contractor’s 
Success that he know on what articles he is making a profit 
and on what he is losing money. Competitive conditions are 
seriously disturbed where losses on one or more articles 
are recovered by profits on other articles. It is evident 
that a sheet metal contractor should not only know the cost 
of each article he manufactures but that he should see that 
every article manufactured bears its proper share of factory 
and general overhead. 

Some of the sheet metal plants have grown to a size which 
renders personal supervision impossible. The only reliable 
way, therefore, by which an executive can judge of the 
efficiency of an organization is through a good cost system. 


_ New methods are being introduced and improved ma- 
chinery installed in the shops every day, with a view of 
reducing costs either by the elimination of waste or by 
Increasing efficiency. It is impossible to know whether the 
introduction of these improvements will reduce costs unless 
the sheet nietal contractor knows not only what his total cost 
is but exactly what items make up the total. Items of cost 
are frequently lost track of when the total onlv is considered, 
while if these items were properly separated so as to show 


AMERICAN ARTISAN AND HARDWARE RECORD 


39 


what they were they could be materially reduced and in 
some instances eliminated altogether. 
Interchange of Information. 

In the past many sheet metal contractors disliked to give 
out information concerning their business. Today the reverse 
is the case. Trade associations are compiling facts as to 
production, shipments, and costs for the benefit of their 
members, and the contractor, instead of trying to keep this 
information to himself, welcomes the opportunity to supply 
the data, knowing that his competitors are doing the same 
and that these facts will be of benefit to himself and to 


- his trade. 


A large proportion of the sheet metal contractors are 
not making the money they should. A great many of them 
are actually losing money. The purpose of conducting a 
business is to make money, and the only way to make money 
is to sell something for more than it costs. The most im- 
portant, then, is to know the cost. It is the belief of the 
State Association that the small margin of profit existing 
in our line of business is due to the sheet metal contractor 
not knowing what his goods actually cost to produce. This 
causes him to make unprofitable prices, which the contractor 
who does know his cost is forced to meet to a large extent. 

Who Pays Bills Promptly? 

For example, 88 per cent of the sheet metal contractors 
throughout the State of Michigan are doing business without 
a cost system; of this 88 per cent only 11 per cent are 
actually discounting their bills. 12 per cent of the sheet 
metal contractors throughout the State of Michigan are 
operating their business under a cost system and 81 per cent 
of this 12 per cent are discounting their bills. That proves 
to you what a cost system will do for the contractors who 
put it in and use it. The best cost system is no good unless 
the contractor uses it. The 88 per cent of the firms doing 
business without a cost system and the 12 per cent doing 
business with a cost system does not include firms operating 
a hardware store and sheet metal shop in connection. These 
are firms running only a sheet metal shop. I might state 
right here that about 90 per cent of the hardware stores 
running sheet metal shops are taking their profit out of their 
hardware business to uphold their sheet metal end of the 
business. They would be money ahead if they did away with 
their sheet metal business unless they arranged to put in a 
cost system to absolutely know where they are at. 


We are now going to give you a blackboard demonstra- 
tion which will prove to you that what I have just read 
is no theory but a fact. 


Then followed the demonstration on the black- 
board of how a “Two-Man” Shop should have its 
Overhead figured. 


How the Overhead of a Two-Man Shop Should Be Figured. 


Interest on investment of $1,000.00 at 6 percent...... $ 60.00 
Horse and Wagon, for maintaining................. 200.09 
UN A ae Beatie Cod Gig cians ab oc gr RULE Rib SS Bd Bd Ord AA 180.00 
WMG ONS de Cniecest%, waae’ is a dg dione ovat cece bape caer eee 6.00 
DR ons clive dndawinmade xis aienteodneaule ease eH 25.00 
NN 0% 6s 4y8 de Bee Se bien alae mwah beer Hi Boers QUA 27.00 
REE ote Se ss issrs'3o/b'p din cle ew ee wana Paes aaesnumind 12.00 
UMM eo Pos hes aichn aa nlelaar ciate er ecdines Las sielaeeaarnGnaate® 10.00 
Ba ACCOMBES 6 Svc decor Gneressee snes gente he esdegae 50.00 
Figuring and Soliciting ............--0+-eeeeeeeeces 520.09 
NV AIG: WEALETIAL ic sioiacic dincols bo a elets vob acew oe ba Fue Ree 27.00 
BE De ee ER TTT eee 50.00 
Sarre rerrrrrr Terre terre ret cre 6.00 
Stationery and Printing ...........-.-.eeseee ee ee eee 10.00 
SSOCIANION$ DUES acc cco ccc coc cee citeeneeeccmeewe 9.00 
PN ic cas sites ki ees geese eeiarKnnerenyere 10.00 
PUPP OCUICO WUOTIE cic ccc tae Cries ie tp wena ern eneseos 40.09 


50.00 


PICDFOCERTION® cosa sccdvcecccasscensenee ses se ibta Seta 
50.00 


NEATIOTIANOE iccikccccicc cred docses veceen con ebo goose ee 


$1,342.00 
: lady 1 ad 
Procrietor’s Salary .........- rans .. $1,9 10 1) 
Less amount charged to overhead......... 520.00 
. - FO 
Balance on productive labor...... ..$ 520.00 


: , RPL) Of 
Journeyman’s Wages ......-. 29.00 


Total productive labor charge for year. $1,349.00 

President Lewless and Secretary Martin led the 
discussion on this demonstration which proved very 
instructive. 

This was followed by a fine talk on “Results of 
State Organization Work” by Alfred A. Green, of 
the National Lead Company, Chicago. 

Address of Alfred A. Green. ; 
It is a great privilege to talk to you on the subject as- 
signed by your Secretary. The results I have seen of the 
work of the Association in Michigan is highly creditable to 
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the officers but is more complimentary to the members them- 
selves. 

Without question, there is a cooperative spirit existing 
now that was not apparent in the past. There is a feeling of 
tolerance where there used to be an element of suspicion. 
Having made it a point to discuss this-matter with many of 
your members almost without exception they have declared 
themselves much benefited by the educational work demon- 
strated to them by Messrs. Lewless and Martin. 

ut, to my mind there has been a greater result achieved 
than the value of the commercial benefit. The spirit of 
cooperation and education is making vou better business men, 
more human men and more charitable men. It has developed 
a fraternal feeling, a brotherhocd which far outweighs any 
other factor. Now this is a subject very dear to me and I 
want to talk a little along this line. 

What are we really aiming for in this life? Money of 
course is very desirable, yet I am sure that there is not a 
man in this room who will say that money is the only object 
he has in life. We all want-to be successful, but what is 
success? Let me try ard answer this from the viewpoint of 
my observations, covering many years of travel among al] 
sorts and conditions of men. 

Greatness and success is not a matter of elevation. Suc- 
cessful men do not live on top of the ladder—they sit on a 
common footing and have a. common bond with all mankind. 
They know the value of ordinary things and it is this sim- 
plicity, this open minded interest, which has furnished their 
inspiration. They see and use all sorts of material, and un- 
derstanding men have been able to use them. They know 
their worth, are often egotistical, but in spirit are very modest 
and very accessible. 

Getting to the top is a hard and painful job. We need 
all the help we can get. We need the active, sympathetic 
interest of those around us. We need a clear vision to help 
us miss the false steps. We need an abundance of warm en- 
thusiasm and a lasting appreciation of the things that count. 
It is necessary to have a universal understanding to give us 
directness and sympathy. We must meet men and ideas and 
circumstances face to face, smile if they are friendly, but 
with set jaw if they are not. But whether friend or foe, we 
must make no’ assumption of arrogant superiority. Our 
work, our environment, our health may modify our customs 
and habits, but usually a successful man is the simplest, most 
friendly, most approachable, most open minded and most 
direct man. 

Makes Plea for Friendliness. 

| want to make a plea for friendliness among men. I 
want to make a plea for courtesy in meeting each other. I 
want to make a plea for broadminded and openhearted co- 
operation between buyer and seller, contractor and customer. 

Surliness is very often an effort to make others suffer 
for one’s own bad digestion or blunders, or else. it is as- 
sumed from a foolish opinion that it gives an air of. impor- 
tance, of decisiveness. We all dislike effusiveness and have 
come to suspect the bombastic man who seeks to cultivate 
our friendship by inane chatter. But in our proneness to go 
to extremes many friendly people go to the opposite extreme 
and cultivate an unnecessary brusqueness. Real friendliness con- 
sists in rendering efficient service pleasantly. No matter in 
what capacity a man works or how busy he is, it is up to 
him to do what his job requires—and a little more—and be 
pleasant about it. This does not mean smiling unnecessarily. 
[t does not mean that we must be chatty and discuss the 
weather, but it does mean that he should impress his visitor 
or prospective customer with an air and accent of willing- 
ness so that one will not feel that he. is an interloper and 
his business an imposition. 

Big men are not suspicious. Suspicion is the cloud in 
the mind of a man who does not know. The smaller a man’s 
horizon, the more often it will be clouded with suspicion. 
In all professions there are men whose minds get caught by 
some little bf-play of intellectual activity and camp there 
for the rest of their lives, losing touch with all the bigger 
and more vital interests. Such men keep the doors of their 
minds shut so tight that they never get time to answer the 
knock of a new idea. Big men do not have any fixed stand- 
ard of what is valuable and what is worthless for they know 
that what was trivial yesterday is often of mementous sig- 
nificance to-day. 





Mind Open to Suggestions. 

Keep vour mind open to receive suggestions. Even sales- 
men sometimes have ideas that may help you. You may not 
entirely agree with all the methods that the officers of the 
association have used during the past year, but give them 
credit for the honesty and integrity of their efforts and their 
sincerity in really trying to help you. Help the new officers 
with your suggestions, and keep in touch with the work of 
the association. Bring those who are not members to your 
local meetings and show them patiently and clearly what is 
being done to bring about a better understanding of the ne- 
cessities of your business. 

If you have had differences of opinion, forget them. We 
need to cultivate our forgetteries as well as our memories. 
Many of us spend too much time dwelling on the past instead 
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of concentrating on the future. People are missing the sun- 
shine of to-day by recalling what a rain there was ten years 
ago. If you have a friend or business acquaintance who has 
used you ill, forget it. Do not dwell on it for, if you do, it 
will poison all the springs of life for you. We all know 
men who, because one person has been disloyal to them, lose 
all faith in friendship and go through the world bitter pessi- 
mists, lonely and forlorn, while all about them bloom the 
flowers of affection they might have for the plucking. The 
memory of old wrongs does nobody any good—-forget them. 
Forget your failures for the only possible way to succeed is 
to forget the bumps we have had, the battles we have lost, 
and to keep our minds firmly fixed on the hope of the future. 

May I express the hope that you will receive what I have 
said as a sincere effort to do what I can in my humble way 
to promote a spirit of cooperation and friendship among 
you! 

After luncheon another session was held. A. W. 
Howe, who is Secretary of the Cleveland, Ohio, En- 
tertainment Committee for the National Convention 
of Sheet Metal Contractors which is to meet in that 
city June 12 to 15, was to have spoken, but owing to 
an operation on his throat, was unable to do so. 

In his place, W. E. Lutton, Treasurer of the J. 
M. & L. A. Osborne Company, Cleveland, Ohio, spoke 
on “Organization.” 

I. G. Weir, Dowagiac, delivered one of his char- 
acteristic and inspiring addresses on “The Relation of 
Personal Efficiency to Business Success.” 

Personality and Business Success. 

Granville Farmer says: “We live in deeds, not years: 
in thoughts, not breaths; in feelings, not in figures on a 
dial; we should count time by heart throbs; he most lives 
who thinks most, feels the noblest, acts the best.” 

If Life is made up of thinking, feeling and acting, it 
logically follows that what we think, how we feel, and how 
we act, determine our success or failure. . 

Thought is Supreme. “As a man thinketh, so is he,” for 
every man is what he is by reason of what he has-thought. 
As one mental analyst has put it, “In the armory of thought. 
man forges, the weapon with which he carves success or with 
which he commits suicide.” 

This automatically divides mankind into two classes, ac- 
cording to their prevailing mental attitudes: 

1. Those who are dominated by Positive Personality. 

2. Those who are dominated by Negative Personality. 

Last year, you will recall, we discussed quite in detail the 
Negative Personality ; cause, curse, and cure. As was pointed 
out, the major benefit in the elimination of Negative Per- 
sonality was that the mind, freed from fear and worry, be- 
came free to grow healthy thoughts, feelings and emotions, 
conducive to success. 

That you may at this moment keenly sense the tragedy 
of the negative mind and appreciate the value—yes, absolute 
necessity of cultivating the positive personality, your atten- 
tion is drawn to this paragraph from the writings of Pelton: 

“Could you silently, quietly, clearly, peer into the hearts 
of the sad failures in life—if you could once learn the never- 
revealed sombre secret of men-and women who merely serve 
as the background mass of humanity—the dark wall which 
sets forth in added brilliance the splendor of the successful— 
there, in that closed chamber, would be read the tale of 
Fear—cringing, hesitating, shrinking, servile Cowardice.” 

It is a tragedy. For it’s the story of bright hopes blasted 
—the record of things hoped for, but never gained. 

It’s the life history of a good soul seeking higher levels 
of power and unfoldment, but bound and shackled and scared 
by the ever present: “Oh, I dare not.” 

Spirit of Conqueror Brings Success. 

It’s the chronicle of youth’s fine faith in a golden future, 
filled with health, happiness and financial ease—all gradually 
dimmed and blotted and finally sunk into oblivion. All be- 
cause the race struggle for supremacy requires Men Ilho 
Dare. 

In other words—men who are fired with the spirit of 
The Conqueror. ' 

Then you have it. From the moment man first calls his 
vital powers into action in a gasp for breath at birth, on 
through the vears until he again gasps for breath ere passing 
into the next state of being—he confronts the constant neces- 
sity of conquest. 

It is instinctive and incessant. ; 

Now, my friends, in order to more forcibly drive home 
the message, we will freely use the quotations from = 
writings ef such men as Haddock, Pelton, Dr. Croft and 
others, who have seen the light and, in the spirit of service, 
illuminated the way for those who search for the Secret of 
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Personal Achtevement—through the cultivation of the Posi- 
tive Personality. 

What is your secret aspiration ? 
nothing less than your desire to be superior—to be supreme 
in vour life-sphere—to be dominant and to /ead. In short, it 


Your life-secret is 


is your self calling tor conquest. 


Life Pathway of Continuous Struggle. 

No man springs to the pinnacle of achievement in one leap ; 
the pathway is one of continuous struggles. Each step is 
won only at the demands of fierce, invincible determination, 
directed by a dynamic will. Genius is the power of making 
continuous effort. 

There is a natural rule of action—a ‘definite ‘‘cause’— 
preceding every desired Result. “Big men search for under- 
lying law—and obey it. They think, then act,” says St. Elmo 
Lewis. One of the very first principles in Natural Philosophy 
is, that there can be no effect produced, without there being 
a Cause (law) in back of it. 

Therefore, always seek for the underlying Law, or Cause 
or Starting Point if you would produce atiy desired Eftect. 


You want Money. You want Influence. You want 
Power and Achievement. You want a hundred and one 
things. 


If you will begin at once to investigate, observe, test, 
analyze and endeavor to find it out: “What is the Law that 
will vield the next result I want,’ you can find that Law 
and by putting it into operation you will secure the Effect 
you desire. 

Dr. Frank Crane says: “The answer to the Riddle of 
the Universe is not Paradise, the quick culmination of hot 
hopes. It is not Hell, nor any final crash. It is—Growth.” 

The story of Mankind is not a Tragedy nor a Comedy; 
there is no climax; the play proceeds forever; there is no 
curtain. Humanity is a growing thing like a tree; like the 
great tree in the Norse legend, whose roots are deep in the 
past, whose branches wave in the sky of the great future. 

John Fiske said that the essential characteristics of a 
man is his improvableness. This is equally true:‘of the race; 
it is certainly true of you. 

Characteristics of Positive Personality. 

For example, what are the dominating characteristics of 
the Positive Personality in his relation to Business Success 
and Personal Achievement? Let us discover his secrets, 
that you and I may profit thereby. 

Here it is: Haddock speaking. 

“This Ideal Business Personality must possess The Giant 
Will—which is one-third thought, one-third energy—one-third 
magnetic personality—like a huge mogul locomotive, modern 
and beautifully trimmed and polished, and perfect in action— 


leads these indispensables—a vestibuled train of achieve- 
ment. 
He is invariably courteous (up to the situation demand- 


ing drastic measures) and is capable of employing the latter 
on the instant and without necessitating future apologies. He 
is a practical actor. 

He possesses and maintains great physical endurance and 
psychic staying qualities. 

He is altogether self-controlled, master of body, mind, 
emotions and expressions. 

He is pre-eminently self-reliant; open to aid and sugges- 
tion, yet standing solidly on his own judgment. 

Nevertheless, he is rather inclined to give the other man 
the impression that the thing being done is the latter’s sug- 
gestion, knowing very well the real source of the idea. 

Ability to Concentrate. 

He has acquired the ability to shut out of his mind any 
cnivironment, to retire within himself, and to concentrate all 
his powers absolutely on the matter in hand. 

He possesses, either by endowment or because of intelli- 
gent effort. personal force, and business energy and push. 
The sense of internal energy may be developed and controlled, 
and merely requires willed attention to the thing itself, sum- 
moned at stated intervals. 

He maintains unbroken inner determination to bring his 
plans to # successful issue. 

Growth by Personal Effort. 

That is to say, he has inexhaustible persistence and pa- 
tience. The only method for the acquisition of these quali- 
ties consists in enforcement of growth by practical effort, but 
this-may he assisted as follows: By the resolute appropria- 
tion of the idea—“Every needful thing which I wish to avoid 
because it is disagreeable, or difficult, or apparently hopeless, 
I do now, on the instant, for exactly those suggested reasons ; 
and every strain or impulse for present gratification that will 
or may interfere with my final goal I now refuse, on the 
instant, simply because yielding would gratify.” This is the 
Rule of Stoicism. 

_ He never permits present gain of any sort to interfere 
with or defeat his ultimate purpose; but holds the long-run 
aim in a vise-like grip through all minor advantages. | 

He has the ability of rapidly marshalling facts, situations, 
reasons, for and against any proposition, and of prompt and 
final decision on demand. 

He is an enthusiastic and tireless worker. 
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He handles men as tools, honorably, of course, but for 
the business in hand. 

_ He always manages to inspire confidence in himself and 
his plans. 

But he secures assent to his.propositions, not as in his 
interest, but always such is the appearance—in the interests 
of investors or of other properties. 

He knows, not only his plans in the large and in detail, 
together with the probable outcome, but the ways and means 
of reaching every step of progress. 

He is always possessed of business sanity and mental 
balance. 

_ Withal, he develops the gift of the gods—financial intui- 
tion.” 
Characteristics That All Can Develop. 

Reflect—there is not one of these characteristics but what 
you and I may develop in our own personality. Achievement 
demands a clear conception of facts—proven scientific basic 
principles—and the inculcating of these in our personality. 

Compare this practice with that of the average man, un- 
trained in the scientific method of thinking. When he ap- 
proaches a problem, he allows himself to sway and stagger - 
under the influence of his opinion, prejudice, bias, habit and 
ignorance. Science, on the other hand, deals with nothing but 
facts, has no opinions, admits no prejudice, eliminates per- 
sonal habit, analyzes to the smallest possible atom, deals in 
fact only, and admits nothing as a fact unless it stands the 
test of ice cold reasoning and logic. 

There you have one of the secrets of your supremacy 
over the untrained, unscientific individual who too often 
thinks there is nothing really new. He is not here to derive 
the inspiration of your constructive convention. 

You and [| are born to learn, to get a new viewpoint, to 
secure an inspiration. We propose to go back to our own 
place of business and interpret in intelligent action these 
benefits. 

And now for a brief discussion of some of these scientific 
basic facts. 

The first requisite is a clear conception of the purpose 
and the function of the “Will.” 

Dr. Croft speaking: “Have you achieved? Your will 
stands ready for another better campaign. You miss an op- 
portunity, your Will stands ready to open the door to a hun- 
dred new ones. 

“Your Will gives purpose and makes you stick to it. 
Gives grit for a new siege. Will makes desire. Will makes 
brains. Will gives decision. To decide means ‘to cut’; cut 
deep into the world of possibilities, cut out of your prison 
of difficulties, cut through your jungle of opposition to lib- 
erty, to health, to success, to supreme power. Think, Plan, 
Do It. 

“Will illumines the brain with brilliant perception. 
sweeps misfortunes aside and rebuilds a nobler success. 

“You were made master over this world. In your Will 
is enthroned Sovereignty, Dominion, Kingship.” 

What Is Will? 

Very true—excellent—but what is the Will? Haddock 
tells the facts in the clearest and most forceful terins. 

Will is that human factor that creates human power. The 
will is man’s inherent nature, tendency to act. Will is power ; 
but unfolded controlled and directed power in man is WILL 
self mastered—-not man mastered. The man inastered will 
goes with the motive or impulse which is strongest. The 
self mastered will goes with that motive which it (He) makes 
‘greatest. The first evidence of real personal power is self 
mastered will. The self mastered will can do anything within 
reason, 

The function of will is like that of Steam. 
powerful, under control (self mastered) and 


Will 


It must he 
properly di- 


rected. The power may be developed but only through con- 
trolled and directed action. This control can be acquired 


only through willed and directed action. When avill is self 
developed—self mastered—self directed, it only needs proper 
application to become practical ability incarnated. 

Thus it is all up to the individual. That will continues 
its efforts, never yielding, knowing the eventual outcome 1s 
success. 

Is Your Will Asleep at the Wheel? Awake it. See if 
you are sailing, or drifting. Set the compass of your Mind 
to new thoughts, fresh purposes, selfless desires, fill your sails 
with houndless hope. and let your daily voyage spell service 
in a big way. You are not a chip on the River of Life, 
you are a Supreme Master in a Universe of Facts. You 
think vou are stuck in the harbor mud, but it is only that the 
tide is out. Command your will to put up the sails. 

Fate, Fear and Doubt are children of the imagination. 
The power of will dissolves them into mist. Wall power 
into your Being. Will power into your work. Will power 
into your ambitions. Will power into your expressions. Will 
power into your words. 

Your will gives infinite clearness, infinite strength, in- 
finite ideals, infinite aspirations, for infinite realities. Your 
will tells vou that if there is anything to-day that seems to 
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you too good to be true, believe it, endeavor toward it, reach 
forth to receive it, and to-morrow it will be true. 

Will is the engine in the depths of the ship that drives 
it thru the buffeting waves and storm to the distant har- 
bor. Will puts your back-bone where your wish-bone is now. 
Will puts iron into your blood, tightens up your vertebrz 
and makes you a “self-starter.” 

Here is the Engine room of Personal Power. You are 
the Engineer. How much power you and I wlil have de- 
pends entirely on you and me. 

A man’s personal force is the product of his skill multi- 
plied into his personality. The will is man’s ability to throw 
himself into action—either action of the innerself or action 
of the physical powers. 

This ideal will is—courageously confident, magnetic 
power in self-mastered and self-directed action practically 
applied to matters that are actually worth while. That kind 
of “Will” is achieving power. 

Just a word about Practical Imagination. 

Must Have imagination. 

Imagination is restoration in mental activity of experi- 
. ences one has had in the re-combination of the elements of 
such experience in forms hitherto not experienced. 

The business man cannot secceed without imagination. 
The business man’s tomorrow is a marvel of constructive im- 
agination. He must think, plan, force and carry out, and 
all this requires recombining the things he knows in the 
form of things as he desires them. This requires construc- 
tive imagitation—cultivate it. 

Practical imagination is the ability mentally to work over 
your business in general, or in any particular phase, into new 
and improved conditions, by planning, prior to action. 

The improvement of your business imagination will in- 
crease your business efficiency and strengthen your business 
personality. 

The strong Personality develops Magnetic power. The 
skill with which the business man handles his personality has 
a direct bearing on his success. Any man now possesses all 
the power he will ever have. All he has to do is to discover 
the fact and draw upon his own resources. We do not create 
power. We merely unfold power from within. The process 
of unfolding is very simple. 

You assume and assert that you have power and you 
“make good” by courageous and confident action. If the as- 
sumption is weak, the power will be weak. If the manner 
is vigorous and constant, power will correspond, and if the 
man is possessed by a mighty passion for assuming, assert- 
ing and rising to the level of power, that man will be in- 
vincible. 

Successful business is a driving passion. Here we find 
the driving power of action and the feeder of courage and 
confidence. This ruling passion as a center forces down all 
obstacles and clears the road to success. 

There is no limit to the developing of the self which 
steadily and vigorously wills to unfold. 

Again to achieve, you must develop your J/atent 
powers. Take acceunt of your personal abilities. Your 
gifts, talents, forces, equipment. What percent are you 
using? Most people are not using over 20 percent of their 
capital of personal power. The 80 percent lies dormant. Why 
have only 20 percent of your share of Life, Success, Harmony 
and Happiness, when you should have 100 percent? There 
are big prizes awaiting your latent powers. At every turn 
of the way, you can read the sign: ‘Wanted. Men with 
Power.” There is an unexplored continent in your Being. 
Go into it, bring out its riches, for yourself and for the world. 

How? By assuming new and unexpected obligations and 
doing your best to discharge them. You will discover to 
your amazement that you have latent within you the ability 
to do them well. 

This strengthens mental courage ard develops the Posi- 
tive Personality. 

Characteristics of Genius Mind. 

Develop the characteristics of the Genius-Mind, exem- 
plified in these deep truths: 

1. Intensified Thought. 

2. Vision made concrete. 

3. Clear observation frozen into fact. 

In short—Mind-power turned into Action. 

Ask of no man permissicn to rerform that which is within 
you to do. Boidly strike out upon vour own initiative, and do 
while the multitude stand by in mouth-stretched awe. The 
reliant, the bold—the Conqueror steps forward and plucks 
the prize while others marvel-at his daring. 

Your aim must be the acquirement of that huge ability 
or energy, capable of putting forth such a preponderance of 
power from within, that you will not be swayed or influenced 
by the powers external. 

The habit of expectancy always marks the strong man. 
It is a form of attraction; our own comes to us because we 
desire it; we find what we expect to find, and we receive ex- 
actly what we ask for. 


Keep Your Mind Supreme: Your mind is limitless: You 


were born to lead, not to be always led. Think for yourself. 
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Make new plans. Train your mind 
is rust on a mind that has stopped 


Do your own planning. 
to think alone. Misery 
working. 

You have within your make-up Every One of the qualities 
and traits which great men have. The degree to which you 
develop and apply these forces is one of your own choosing 

The successful leader—the great man—is always the onc 
who rises above the average. But he is not separated from 
the crowd by a yawning abyss. 

You have the same endowments. 
you raise them? 

The projectile power of your ambition depends whoil 
on the vigor of the determination behind it. What you ac- 
complish will depend on your knowledge of basic principles 
and the iive energy of your purpose, the enthusiasm and will 
power you put into your efforts to achieve. 

Remember—to falter, hesitate, and back down on your 
plans—to give up—to weaken and lazily quit—is to rend 
asunder the conquest power within you. 


To what degree wil! 


Work for Consummation of Your Plans. 

Make great plans—but forever fight forward for their 
consummation. Make plans at first well within your power 
of accomplishment. Do them. Surmount them. 

Wher you have risen a degree—view from aloft the 
incline up which you have come. It creates confidence. [/t 
develops power. It instils courage. It steels the sinews for 
greater effort. Then gradually brace steeper ascents—try the 
larger task. Go upwards. Dominate. Conguer—until you 
reach and master the big things. ‘Some day in your career 
you will essay the Grand Ascent: Your Life’s ambition; your 
Crowning Achievement in Life. Up, up you go, with adequate 
ability, clear sight, sure steps, iron grip, unfailing energy. 
For so do the World’s Great arise. 

“What is life worth if it be not filled with a wonderful 
effort toward accomplishment ?” 

What is a man’s frame and vesture worth as a home for 
his soul and intellect, if his veins are not filled with a fire 
and an energy that give no peace when lazy loafing seeks to 
lull him to sleep. 

Determine to play with masterly skill, every act in life. 
Play for the Chief Goals you seek. Play with your mind 
clear and your eye open. Play with the consciousness of 
power and ability and abundant energy for winning what you 
want. 

Listen! This secret spake Life herself unto me, 
hold, I am that which must ever surpass itself.” 

From which flashes out this broad declaration of con- 
quest: (Repeat it mentally. Build it into the fibre of your 
Being.) “Always will I strive, with invincible determina- 
tion, to be greater than I am today. J Will Surpass Myself. 
In each successive act, test, encounter, thought, I will Be 
Greater than in the one previous. I am what I am now: 
but in an hour J will be more than I am now. In every- 
thing will I exert More Power to Surpass Myself. 

Gentlemen: From the pens of these men, Haddock, 
Pelton, Dr. Croft and others, comes this message to you and 
me. What are you and I going to do about it? They point 
the way to Achievement in its broadest sense. They open 
the door to mental emancipation. They point the way to 
Success. What are we going to do about it? 

Remember—you have but to stretch forth your hand and 
Take It—Digest It—Apply It knowing that all things are 
vours: Achievement—W ealth—Power-—-Prestige, all accord- 
ing to your Mental Attitude. 


George Harms, Peoria, Illinois, President of the 
National Association of Sheet Metal Contractors, was 
then introduced and spoke in complimentary terms 
of the fine showing made by the Michigan Sheet Metal 
Contractors after which he cited some of the most 
pertinent reasons why they should affiliate with the 


National body. 
Closing Session on Friday. 


The closing session was held Friday forenoon and 
was devoted principally to discussion of various com- 
mittee reports after which the election of officers took 
place, with the following result: 

President—C. H. Dart, Port Huron. 

Vice-president—Jacob Temple, Kalamazoo. 

Secretary—Frank Ederle, Grand Rapids. 

Treasurer—J. A. Shouldice, Battle Breek. 

Executive Board for two years—A. B. Lewless, 
Saginaw; George Van Landegend, Holland; Frank 
Fiener, Ann Arbor. 

Detroit will be the Convention City for 1918. 
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SMOKER AND ENTERTAINMENT GIVEN BY 
TRAVELING SALESMEN GREAT 
SUCCESS. 


The Committee of the Associate Members who 
were in charge of the Smoker and Dutch Lunch given 
to the members and their friends received many com- 
pliments upon the fine program provided. Everybody 
had a good time and the spirit of fellowship which 
was in evidence during the entire Convention was 
probably even more marked on Thursday evening 
when the Associate Members gave this fine entertain- 
ment. 

The Committee is composed of the following: I. 
E. Ederle, W. J. Burton Company, Detroit, Chair- 
man; Ned Snyder, Rudy Furnace Company, Dow- 
agiac; C. F. Nason, Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin; W. K. Watson, William 





Volunteer Waiters’ Corps Composed of the Traveling Salesmen’s 
Auxiliary. Left to Right: Seated—M. E. Doherty; E. S. 
Monrcrief; L. R. Wise. Standing—R. W. Blanchard; 

J. F. Folsom; E. B. Pentz. C. F. Nason, Cap- 
tain of the Crew; H. E. Moblo; William K. 

Watson, in Charge of Liquids; C. B. 
Herrendeen. 
srummeler's Sons Company, Grand Rapids, and E. E. 
Behler, W. C. Hopson Company, Detroit, Secretary- 

Treasurer. 

Before the festivities commenced the waiters, with 
paper caps and white aprons, marched around the hall 
twice to the familiar lock step. They were received 
with cheers. The roster follows: 

C. I. Nason, Captain; E. S. Moncrief; Alfred 
Greene; R. W. Blanchard; H. E. Doherty; H. E. 
Moblo; N. L. Pierson; C. B. Herrendeen; William 
Watson; J. E. Pierson, Jr.; L. R. Wise. 

Every one was happy and to say that the occasion 
was a thoroughly enjoyable affair is putting it very 
mildly, for every feature was rendered in excellent 
manner and without the silghtest hitch. 

Much merriment was caused by the humorous pres- 
ents made by each waiter to some active or associate 
member of prominence. The audience joined in con- 
Sregational singing. Words of popular songs and 
parodies were furnished at each place. 

The following excellent program was rendered with 
Arthur Borden,-Grand Rapids, presiding as Toast- 
Master : 
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Program. 

I BGs kta Ba KAS te heaGadenGllacte Quartette 
I i ei learn ith ean lara ed J. L. Hooper 
City Attorney, Battle Creek 

MN ONIN ish, be i ee SS eae aled oe es Harry Strong 
Ms holes ig Ee i dP ince atyavas he wired C. L. Burch 
S00 ES Te Sie A ne oo ee nae En aT MI EE tear eee Quartette 
Pa gig ce aiss es) care Ak bares ee acid ed Brice P. Disque 
Warden Jackson State Prison 

CON saosin ap rics, irae ihe ieee Be ST Orchestra 
ANNAN 8h ch Aa ig Bhan ONE ARS Saath George Harms 
{LO en en ey ae George Van Landegend 
Si) ee 6115 0 (cr a aera Assembly 


See if you can figure out from this menu what they 


had to eat: 
. Menu. 
; Tinner’s Red 
Solder Wire Hangers 
Rosin 
Galv-Rolls Slate Roofing 
Sal Ammoniac 
Furnace Cement, Tin Shingles 
Muriatic Acid, with Zinc 
Blow Torches 
George Harms, National President, told some good 
stories apropos of the “get together” spirit, to illus- 
trate the advantage of organization. He invited all 
to come to Cleveland for the National Convention, 
June 12 to 15. 
C. L. Burch recited the following German dialect 
“poem” entitled “The Kaiser’s Ultimatum to Gott’: 
Gott, Gott, Dear Gott, attention, blease. 
Your pardner, Wilhelm, iz here 
Und has a vord or two to say 
Into your brivate ear. 
So durn avay all udders now 
Und listen vell to me, 
For vat J say concerns me much, 
Meinself und Shermany. 


You know, dear Gott, | vas your freindt, 
Und from mein hour of birth 
I quietly let you rule in Heffen 
Vile I ruled o’er de Earth. 
Und ven I toldt mein soldiers 
Of by-gone battle days, 
I gladly split de glory 
Und gave you half de praise. 


In every vay I tried to brove 
Mein heart to you vas true, 

Und only claimed my honest share 
In great deeds vot ve do. 

You could not haf a better freindt 
In Sky, or Land or Sea 

Den Kaiser Vilhelm number two, 
De Lord of Shermany. 


So vat I say, dear Gott, is dis: 
Dot ve should still be friendts 
Und you should help to send my foes 
To meet deir bitter endts. 
If you, dear Gott, vill dis me do 
Vil nothing ask again 
Urd vou und [ vill bardners be 
oreovermore—Amen. 


sut, listen, Gott, it must be quick 
Your help to me you sendt, 

Or else I have to stop attack 
Und only blay defendt. 

So four und tventy hours [ gif 
To make the Allies run 

Und put me safe indo mein blace 
De middle of de sun. 


If vou do dis, I’ll do my bart, 
I’ll tell de vorld de fact 
But if you don’t den I must tink 
It is a hostile act. 
Den var at once I vill declare 
Und in mein anger rise 
Und sendt mein Zeppilin ships to wage 
A fight up in de skies. 


Dis ultimatum now, dear Gott, 
Is one of many more 
Mein mind is settled up to clean 
De whole vorld off de floor. 
Secause you vas mein bardner, Gott 
An extra chance is given, 
So help at vonce, or else I'll be 
De Emperor of Heffen. 
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George Van Landegend expressed upon behalf of 
the active members gratitude for the fine program ar- 
ranged by the Auxiliary. In closing he asked all the 
active members to rise in appreciation. 

Hosts of the Evening. 
R. W. Blanchard, Hart & Cooley Company, Chicago. 
H. E. Doherty, Safety Furnace Pipe Company, Detroit. 
Bennette Bright, National Paint and Varnish Company, 
Cleveland. 
Robert Joy, Whitaker-Glessner Company, Chicago. 


A. A. Greene, National Lead Company, Chicago. 

C. F. Nason, Milwaukee Corrugating Company, Grand 
Rapids. 

H. W. Brainerd, J. M. & L. A! Osborn Company, Cleve- 
land. 

N. L. Pierson, Jr.. American Rolling Mills Company, 
Detroit. 

Fay C. Hall, The Beckwith Company, Dowagiac. 

F. E. Knox, Edwards & Chamberlain Hardware Com- 
pany, Kalamazoo. 


W. W. Warren, Thatcher Furnace Company, Chicago. 

L. R. Wise, Brier Hill Steel Company, Grand Rapids. 

John Kunze, Follansbee Brothers Company, Detroit. 

John D. Green, Detroit Stove Works, Detroit. 

Clarence Wormnest, Art Stove Company, Grand Rapids. 

George Harms, I’. Meyer & Brother Company, Peoria. 

J. G. Henninger, J. M. & L. A. Osborn Company, Cleve- 
land. 

R. J. Brummeler, 
Grand Rapids. 

F. B. Hird, The Adams Company, Dubuque, Iowa. 

A. S. Robertson, Tuttle & Bailey Manufacturing Com- 
pany, Chicago. 

W. P. Baier, Monroe Foundry and Furnace Company, 
Monroe. 

C. B. Herrendeen, R. J. Schwab & Sons Company, Grand 
Rapids. 

N. W. Taplin, International Heater Company, Utica. 
New York. 


William Brummeler’s Sons Company, 


J. F. Folsom The Dunning Heating Supply Company, 
South Pend, Indiana. 
C. L. Burch, Wrought Iron Range Company, Lawrence. 


H. M. Freeman, Pittsburgh Plate Glass Company, Grand 
Rapids. 

D. Witmer, W. C. Hopson Company, Grand Rapids. 

William K. Watson, William Brummeler’s Sons Com- 
pany, Grand Rapids. 

Ned Sinyder, The Rudy Furnace Company, Grand Rapids 

I. E. Ederle, W. J. Burton Company, Grand Rapids. 

H. A. Pierce, S. P. Conkling, Detroit. 

Leon Morgan, The Bostwick-Braun Company, Detroit. 


QO. E. Jennings, The Michigan Stove Company, Detroit. 

H. E. Moblo, The Berger Manufacturing Company, De- 
troit. 

H. H. Herrendeen, Williamson Heater Company, Grand 
Rapids. 


Charles Pierson, United States Register Company, Battle 
Creek. 

FE. E. Behler, W. C. Hopson Company, Grand Rapids. 

Walter Phelps, Utica Heater Company, Hastings. 

E. S. Mencrief, The Henry-Miller Foundry Company, 
Cleveland. 

H. A. Beaman, Haynes-Langenberg Manufacturing Com- 
pany, St. Louts. 

FE. B. Pentz. Merchant and Evans Company, Detroit. 

Walter H. Ziegler, F. O. Schoedinger, Cleveland. 

Frank A. Learned and W. S. Jackson, Cribben & Sexton 
Company, Chicago. 

J. Stahl, Morley Brothers, Grand Rapids. 

H. M. Snow, The Beckwith Company, Alma. 

S. H. Keller, The Berger Manufacturing 
Marion, Ohio. 

W. W. Chalk, W. J. Burton Company, Detroit. 

Daniel Stern, AMERICAN ARTISAN. 

Harry B. MacGregor, Roehm & Davison, Chicago. 

Smith & Winchester, Jackson. 

W.G. Kent, Jr.. Hart & Crouse Company, Detroit. 

A. J. Thoms, Clarage Fan Company, Kalamazoo. 

F. R. Lawrence, Toledo Stove & Range Company, To- 
ledo, Ohio. 

An amendment to the Constitution was passed 

changing the classification of the “Associated Mem- 
bers” to “Auxiliary Members” in recognition of the 


success of the fine entertainment furnished by them. 


Company, 
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The traveling salesmen who were hosts at the 
Smoker on Thursday evening liave formed a perma- 
nent organization under the name of the Traveling 
Salesmen’s Auxiliary to the Sheet Metal Contractors’ 
Association of Michigan. Frank Ederly presided « 
the organization meeting and officers were elected for 
the ensuing year, it being the intention to entertain 
the active membership each year at the Annual Con 
ventions. Frank declined re-election, and the new 
officers are: 

President—New Snyder, Grand Rapids. 

Vice-president—J. F. Folsom, South Bend, Indiana. 

Secretary-Treasurer—E. E. Behler, Grand. Rapids. 

Wednesday evening the Jackson Local gave a 
theatre party at the Orpheum to the delegates and 
their friends which was greatly enjoyed. 





WISCONSIN SHEET METAL CONTRACTORS 
MAKE PROVISION FOR ASSOCIATE 
MEMBERS. 


At the recent Convention at Milwaukee of the Wis- 
consin Shéet Metal Contractors’ Association the fol- 
lowing resolution was adopted in recognition of the 
cooperation rendered by representatives of supply 


houses in organization work: 


Whereas, certain elements of the trade such as jobbers, 
manufacturers, or their representatives, are not at present 
members of our Association. 

Whereas, that it is essential and necessary that the most 
amiable trade relations and cooperation should exist between 
the Master Sheet Metal Contractor and such jobbers, man- 
ufacturers, or their representatives and that these bonds of 
trade relations and cooperation can be considerably enhanced 
by their affiliation as Associate members. 

And, whereas jobbers, manufacturers, his or their repre- 
sentatives, or any person, who by special activity in the in- 
terest of this Association has been instrumental in promot- 
ing the welfare of the sheet metal trade. 

Therefore be it Resolved, that he or they may be elected 
to associate membership and upon election shall be entitled to 
all the privileges of regular members, except that of voting 
and of holding office. 





HIGH QUALITY STANDARDS MAINTAINED 
IN MANUFACTURE OF ROOFING TIN. 


A number of years ago, terne plate or roofing tin 
was subjected to criticism and disfavor as a roofing 
product, primarily through the action of certain man- 
ufacturers and dealers, who, in their anxiety to meet 
competition, not only furnished material of an infe- 
rior quality, but misrepresented the amount of coat- 
ing on various brands. These tactics, coupled with 
poor workmanship on the part of some sheet metal 
workers, naturally caused builders to look for other 
materials for roofing purposes, and the many cheap 
substitutes introduced from time to time have, it is 
said, all been proved to be entirely unfit for perma- 
nent roofing. As a result of this, manufacturers in- 
augurated the policy of stamping their roofing with the 
weight of the coating, and the statement from some 
quarters that good roofing tin cannot be obtained now, 
is met by the emphatic assertion that the same good 
quality plates are still made and are demonstrating 
their superior worth and advantages by giving lasting, 
satisfactory service. The American Sheet and Tin 
Plate Company point out that they,make a specialty 
of terne plate for roofing purposes and are prepared 
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to supply Keystone Copper Steel Open Hearth Roofing 
Tin, not only in their own brands, but also in the 
special requirements of jobbers. Full particulars can 
be obtained from the American Sheet and Tin Plate 
Company, Frick Building, Pittsburgh. 





WIDE RANGE OF METAL CEILINGS IN 
TASTEFUL DESIGNS. 


Metal ceilings have proven to be a profitable line 
for sheet metal contractors to handle because of their 
numerous advantages over plaster ceilings. They are 
practically indestructible and are designed for rooms 
of all kinds, sizes and shapes. The Corco line of 
metal ceilings comprises a wide range of tasteful and 
dignified patterns, durable in construction, with re- 
pressed beads and die-cut nail holes which make erec- 
Every one of these de- 
signs has been assembled with a distinct artistic value 


tion simple and inexpensive. 


in view and each group of designs has been arranged 
with a definite idea of the style of architecture in mind. 
The ceiling plates are inspected before and after em- 
bossing, and are formed in dies which are deep and 
true to measurement and alignment. Estimates 
drawings showing arrangements suitable for rooms of 
any size and shape will be made without charge upon 
receipt of plans and sketches showing detailed meas- 
urements, and portfolio of designs can be obtained 
upon request, from the Whitaker-Glessner Company, 
Wheeling Corrugating Department, Wheeling, West 
Virginia. 


and 


HAND MACHINE COMBINES PUNCH, SHEAR 
AND BENDER. 


lor making cornices and other sheet metal prod- 
ucts, the Little Blacksmith Punch, Shear and Bender 
Combined, — illustrated 
herewith, is said to be 
very practical, as it is 
a compact, efficient ma- 
chine and all parts are 
interchangeable. Ac- 
cording to the manu- 
facturers, this appli- 
ance performs the 
three separate and dis- 
tinct duties of punch- 
ing, shearing and bend- 
ing without readjust- 
ment—the punch in no 





way conflicts with the 
shear or bender, and 
neither of these conflicts with the other two devices, 
their relations being something like that of the claw 
to the claw hammer. The punch and shear are 
worked by one lever, and the rigid shear blade may 
be adjusted to take up all wear. The bender has two 
set-screws to adjust for the different thicknesses of 
iron, also an adjustable stop or gauge. Forms may be 
placed in the receptacle to make circles, O’s, G’s, etc., 
and angle iron can be punched and sheared neatly. 
Steel, wrought and cast iron are used in the construc- 
tion of the machine where they will best serve the 


Little Blacksmith 
Punch, Shear and Bender. 
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purpose, affording efficient operation and extreme 
durability. Further particulars can be obtained by 
addressing H. Weiss and Company, 18 Cliff Street, 
New York City. 





SLIP JOINT PLATE AN ADDED FEATURE IN 
METAL CEILINGS. 


A recent addition to the features of the “Invisible 
Joint” Metal Ceilings is a Slip Joint Plate, which is 
applied as shown in the perspective view herewith. 
These panels, the manufacturers state, are easily and 
quickly attached—the sheets interlock and the seams 
are not noticeable; no cross furring strips are re- 


quired and nail holes are not exposed, thus giving 


to the customer. 


satisfaction 


more The repressed 





Perspectivé View Showing Application of Slip Joint Panels in 
“Invisible Joint’? Metal Ceilings. 


beads and die-cut nail holes which make erection sim- 
ple and quick, are other features of these ceilings, 
added to which are their fire-retarding qualities, clean- 
liness, durability, and practically unlimited decorative 
Sheet who are de- 
sirous of investigating the profitable field of metal ceil- 


possibilities. metal contractors 
ings are invited to write for complete catalog of the 
“Invisible Joint” line and for details of the manufac- 
turer's helps for building up a remunerative business. 
Requests should be made to the Milwaukee Artistic 
Metal Ceiling Company, Milwaukee, Wisconsin, or the 
branch at Kansas City, Missouri. 

GASOLENE TORCH ESPECIALLY ADAPTED 
FOR INSIDE USE. 


An open back flow burner which injects air with 
the gasolene into the burner, thus producing a very 
hot blue flame, is desig 
nated as one of the chief 
features to 
the high efficiency of the 
Always Reliable Number 
Torch, 


contributing 


69  (Gasolene 
shown in the accompany- 


ing illustration. Another 





of these noteworthy 
points is the patented 
Never Leak Pump, the 


plunger of which screws 
down and remains out of 





the safeguarding 


itself from being bent or 


way, 


Always Reliable Number 69 
Gasolene Torch. 


broken. In this construction, it is claimed, the needle 
at the bottom acts as a double check, as should the 


internal check become out of order through the use 
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of impure gasolene or otherwise, the pump can still 
be used by screwing down the plunger. The torch 
further has a heavy brass tank, reinforced on the 
inside, and is fitted with a soldering iron holder. It 
is of quart size, while Number 70, of identical con- 
struction, has a pint capacity. Further details of these 
and of the remainder of the Always Reliable Line 
are contained in the recent Catalog Number 30, which 
will be sent upon request, by Otto Bernz, Newark, 
New Jersey. 





NOTES AND QUERIES, 


; “Crown” Brand Files. 
From Biddle Purchasing Company, 208 South La Salle Street, 
Chicago, Illinois. 
Please advise us 





who manufactures the Crown 
brand files. 

Ans.—Burhans and Black Company, Syracuse, New 
York. 

; Enameled Street Signs. 

From Eugene R. Kean, Ravenna, Nebraska. ; 

Please advise where I can purchase blue and white 
enameled street signs. . 

Ans.—Western Enameled Steel Sign Company, 180 
North Dearborn Street, Chicago, Illinois; The Bur- 
dick Enamel Sign Company, 1130-1132 Consumers’ 
suilding, Chicago, Illinois; Baltimore Enamel and 
Novelty Company, Woodall Street, Baltimore, Mary- 
land; Ingram-Richardson Manufacturing Company, 
seaver Falls, Pennsylvania. 

: Wringer Parts. — 

From “The Griddle,” Corner North Wilson Avenue and West 

Eau Claire Street, Rice Lake, Wisconsin. 

Kindly let me know where I can buy parts for 
clothes wringers, for general repair purposes. 

Ans.—Lovell Manufacturing Company, 62 East 
Lake Street, Chicago, Illinois. 

: _ Steel Fence Posts. ah, oe 
From Kirby and Naber, 512-514 College Street, Springfield, 
Missouri. 

Kindly give us names of manufacturers of Steel 
lence Posts. 

Ans.—American Steel and Wire Company, 208 
South La Salle Street; Chicago Steel Post Company, 
208 South La Salle Street, both of Chicago, Illinois. 


' Light Malleable Castings. 
From a North Dakota Subscriber. 


Kindly give me the names and addresses of foun- 
dries making light malleable castings. 

Ans.—Northern Malleable Iron Company, Wells 
and lorest Streets, St. Paul, Minnesota; Iowa Mal- 
leable Iron Company, Fairfield, Iowa; Chicago Mal- 
leable Castings Company, 120th and Racine Avenue; 
Illinois Malleable Iron Company, 1801 Diversey Boule- 
vard; National Malleable Castings Company, 2610 
West 25th Place; the last three firms all located in 
Chicago, Illinois. 


How to Make Solder. 


From F. E. Gunwaldt, 1211 First Avenue, Spokane, Wash- 


ington. 
Please advise how to make solder. 


Ans.—The soft solder most frequently used, con- 
sists of two parts tin and one of lead. A cheaper 
solder is formed by increasing the proportion of lead; 
1% tin and 1 lead is the most fusible solder unless 
bismuth be added. To prepare soft solder, first melt 
the tin, best in a procelain or stone vessel, as with 
the use of an iron vessel, there is danger of the ab- 
sorption of iron by the solder. The tin being com- 
pletely melted, add the lead in small portions and com- 
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bine the two metals by stirring with a stick of wood. 
Then pour the finished alloys into suitable moulds, the 
best shaped being that of thin bars about 734 by 114 
inches and % to % inch in thickness. 
Oil and Gasolene Stove Supplies. 
From “The Griddle,” Corner North Wilson Avenue and West 
Eau Claire Street, Rice Lake, Wisconsin. 

Please advise where I can buy oil and gasolene 
stove supplies. 

Ans.—George M. Clark and Company, 179 North 
Michigan Avenue, Chicago, Illinois; Dangler Stove 
Company, Cleveland, Ohio; Ringen Stove Company, 
St. Louis, Missouri; New Process Stove Company, 
Cleveland, Ohio; all of which are Divisions of the 
American Stove Company. 

Drop Forgings. 
From a North Dakota Subscriber. 
Please furnish the names and addresses of firms 


manufacturing drop forgings. 

Ans.—American Forge Works, 1421 Thirteenth 
Street, Denver, Colorado; Anderson Forge and Ma- 
chine Company, Detroit, Michigan; Atlas Drop Forge 
Company, Lansing Michigan; Ballard Drop Forge 
Company, Ballard, Washington; Canton Drop Forg- 
ing and Manufacturing Company, Canton, Ohio; ['ul- 
ton Drop Forge Company, Canal Fulton, Ohio. 

How to Prepare Cast Iron for Tinning. 
From F. E. Gunwaldt, 1211 First Avenue, Spokane, Wash- 
ington. 

Please advise the best method of preparing cast 
iron for tinning. 

Ans.—A thorough cleansing of the iron may be 
easily effected by immersing the article in a nearly 
saturated solution of chloride of tin. The duration of 
the immersion will depend upon the thickness of the 
film of most cases, however, 12 to 24 
hours will suffice. The solution of chloride of tin 
must not contain too great an excess of acid, other- 
wise it will attack the iron itself. After the articles 
have been removed from the bath, they should first 
be washed in water and then with ammonia and be 


rust; in 


dried as quickly as possible. Articles which have been 
treated in this manner assume the appearance of dead 
silver, but their normal appearance may be restored 
by simple polishing. 

: ; Kelly Springfield Tires. 

From J. T. Soenksen, Bennett, Iowa. 

Kindly advise who manufactures the Kelly-Spring- 
field tire. 

Ans.—Consolidated Rubber Tire Company, 27th 
Street and Broadway, New York, New York. 

: Power Required to Drive Motor. : 
From Oscar Norring, 2034 Lexington Avenue, New 
New York. 

Can you tell me what horse power engine is needed 
to drive a dynamo that furnishes enough electric 
power to drive a 100 horse power motor? 

Ans.—The exact power needed to drive the motor 
is plainly 100 horse power divided by the efficiency 
of the engine and the result divided by the efficiency 
of the dynamo. In other words, the power needed 
is dependent upon the efficiencies of the engine and 
dynamo. In actual practice, this would, of course, be 


increased by an ample safety factor. 
: “Peerless” Water Motor. 
From C. E. Hamilton, Lexington, Illinois. 


Please inform me who makes the “Peerless” \\ ater 
Motor for washing machines. 

Ans.—Horton Manufacturing Company, 
Wayne, Indiana. 


York, 
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1,218,618. Combined Mop and Wringer. William J. 
Bauer, Chicago, Ill., assignor by mesne assignments, to The 
Linway Company, Chicago, Ill. Filed Aug. 2, 1915. 

1,218,619. Implement or Device for Killing or Disabling 
Insects, Flies, or the Like. John L. Bennett, Decatur, III, 
assignor to United States Wire Mat Company, Decatur, Ill. 
Filed Sept. 7, 1915. 

1,218,636. Soldering Iron or Copper. Claude M. Ed- 
wards, Galveston, Tex. Filed May 3, 1916. 

1,218,648, Can-Opening Device. Emery Eastman Hardy, 
Bayside, N. Y. Filed May 1, 1916. 

_ 1,218,665. - Portable House. Robert I. Johns, New York, 
N.Y. Filed Dec. 19, 1912. Renewed Oct. 27, 1916. 

_ 1,218,669. Lawn-Trimmer. Frank N. Seaiblie. St. John, 
New Brunswick, Canada. Filed Nov. 10, 1916. 

_ 1,218,696. Adjustable Hinge. Etienne Planche, Flint, 
Mich. Filed Dec. 11, 1916. 

1,218,744. Wire-Stretcher. William A. Clack, Maryneal, 
Tex. Filed Aug. 19, 1916. 

1,218,768. Thermostatic Regulator. William C. Heindl, 
Rochester, N. Y. Filed Mar. 29, 1915. 

1,218,777. Oil-Stove. William R. Jeavons, Cleveland, O. 
Filed July 30, 1913. 

1,218,781. Flat-Iron Holder and Cleaner. Jerry La 
Mothe, Grayling, Mich. Filed Apr. 18, 1916. 

1,218,788. Bench-Vise. John R. Long, Akron, Ohio. 
Filed June 4, 1915. 

_ 1,218,823. Culinary Boiler. Sylvester Woina, Lost Creek, 
W. Va. Filed Nov. 25, 1916. 

1,218,851. Water-Heater or Cooker. Frank Geminden, 
Jamestown, Mo. Filed Mar. 25, 1916. 

1,218,863. Sad-Iron. Louis Hoffman, Duluth, Minn. 
Filed Oct. 9, 1916. 

1,218,869. Sliding-Gate Hanger. Hugh G. Jones, Glen, 
Colo. Filed May 19, 1916. 

1,218,884. Can-Opener. John Morgan, New York, N. Y., 
assignor of one-half to Lulu Jones, New York, N. Y. Filed 

ar. 9, 1916. 

1,218,880. Heating Apparatus. Joseph E. McGinness, 

Pittsburgh, Pa. Filed Apr. 8, 1916. 











1,218,918. Stove. William E. Van Syoc, Pueblo, Colo., 
assignor of one-half to Perry H. Streeter, Pueblo, Colo. 
Filed Apr. 27, 1914. Renewed Aug. 9, 1916. 

1,218,932. Automobile-Lock. Charles Oliver Dick, Glen- 
wood, Iowa, assignor of one-half to E. V. Rhodes, Glenwood, 
Iowa. Filed Nov. 1, 1916. 

1,218,972. Stove-Top. ‘Ralph M. Babbitt, Kalamazoo, 
Mich., assignor to Kalamazoo Stove Company, Kalamazoo, 
Mich. Filed June 16, 1916. 

1,219,009. Metal Weather-Strip. Alfred M. Lane, St. 
Louis, Mo., assignor to Monarch Metal Weather Strip Com- 
pany, St. Louis, Mo. Filed Aug. 26, 1912. Renewed Feb. 19, 
1916. 

1,219,027. Mop Holder and Wringer. Israel H. Murdick, 
3enton Harbor, Mich. Filed June 1, 1916. 

1,219,029. Spring-Closing Receptacle. Richard O. Myers 
and John A. Kell, East Akron, Ohio. Filed June 29, 1916. 

1,219,109. Pocket Flash-Light. Morduch L. Kaplan, 

3rooklyn, N. Y., assignor to Beacon Miniature Electric Co., 
Inc., New York, N. Y. Filed Jan. 16, 1915. 

1,219,161. Locking Means for Sectional Crosscut-Saws. 
Frank Pomeroy Rowland, Donnelly, Idaho. Filed Dec. 22, 
1915. 

1,219,176. Rotary Ash and Garbage Receptacle. Warren 
M. Sharp, Binghamton, N. Y. Filed June 22, 1916. 

1,219,169. Grass-Catcher for Lawn-Mowers. Herman E. 
Schultz, Jr., St. Louis, Mo., —" to Zittlosen Manu factur- 
ing Company. Filed Oct. 1916. 

1,219,200. Pies ay and Hot-Plate. Clarence Truitt, 
Pomona, Cal. Filed Apr. 25, 19106. 

1,219,222. Funnel. Frederick C. Baxter and Willis H. 
Kern, Belvidere, Il]. Filed May 15, 1916 . ¥ 

1,219,318. Latch. James M. Hyde, Sapulpa, Okla. Filed 
Sept. 23, 1916. 

1,219,360. Locking Mechanism. Earl W. Storms, Buf- 
falo, N. Y. Filed Feb. 2, 1916. 

1,219,400. Stand for Sad-Irons. Joseph M. Karl, Roslyn 
Heights, N. Y., assignor, by direct and mesne assignments, 
to Roslyn Specialty Company, Inc., Roslyn, N. Y. Filed Dec. 
7, 1915. Renewed Feb. 10, 1917. 

1,219,414. Vulcanizing-Tongs. Fred O. Lake, Washing- 
ton, D. C. Filed June 16, 1916. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PIG IRON AND STEEL PRICES ADVANCE; 
MARKET STIMULATED BY WAR NEWS. 
With traffic conditions everywhere improving, and 

the danger of a railroad strike being past, interest is 
centering on the effect a ‘‘state of war” would have 
on the already feverish iron and steel market. While 
it is recognized that the Government will be able to 
fill its requirements at the “reasonable prices” so 
ardently sought, large national orders could hardly 
have any other effect on the vanishing margin of free 
tonnage than to stimulate further advances in open 
market quotations. At the same time, other consum- 
ers will be obliged to stand aside while Government 
urders are being rushed through. 

The week, like those preceding, has been marked 
by further price advances in the iron and steel mar- 
kets. The increases already made have been fairly 
well tested and nothing is calculated to reduce them 
for many months. Pig iron continues to sweep on, 
and particularly in the east, record breaking prices 
are the order of the day, with large buyers closing 
for their first half of 1918 requirements. 

In finished materials, plates continue to hold the 
center of the stage and eastern mills are quoting on 
only one plate inquiry in three. An easier tone in 
shapes in the west is noted and the structural demand 
the country over is appreciably lighter. 

Little foreign buying was done during the week, 
but domestic consumers who had held out in the ex- 
pectation of lower prices, came in with a rush. 

The non-ferrous market continues rather dull with 
tin practically the only exception. 

Bradstreet’s Review of the trade says: “Though 
confronted by unsettling elements born of the threat- 
ened strike of railway hands, the more acute situa- 
tion in our foreign relations, railway embargoes and 
high prices of all commodities, current trade as well 
as industry continues of large volume, buying being 
larger, in fact, than at this time last year. 

“Yet a sifting of the reports clearly discloses a 
tendency toward conservatism in lines other than iron 
and steel, this development being particularly notice- 
able in connection with distant buying, and merchants 
in general evidently aim to guard against stocking up 
with high-priced merchandise. Manufacturers’ stocks 
are light. 


STEEL. 

In the Chicago market no decrease in demand for 
soft steel prices has been noted since the recent ad- 
vance to 3.54 cents, Chicago mill, and buyers are still 
anxious to place orders. With large buyers finding 
their new bookings running about equal to shipments, 
no gain has been made in reducing unfilled orders. 
The same condition applies to plates which were in- 





creased to 4.50 cents, Chicago, and still are in great 
demand. Premiums considerably higher than this 
figure are offered for reasonable delivery, but buyers 
are finding it difficult to place further tonnages with 
mills. In structurals, new business during the past 
week was light, and whether the recent increase in 
price of shapes to 3.79 cents, Chicago, had this effect 
is uncertain—at any rate, the change from the com- 
paratively active demand of-+the past few weeks is 
marked. The quotations in the Pittsburgh market 
for delivery at convenience of mill are bars, 3.35 
cents; shapes, 3.60 cents; and plates, 4.50 to 4.75 
cents. 


COPPER. 

The offer made by principal copper producers of 
the country to furnish the government all the copper 
needed for the army and navy during the coming 
year at about 1634 cents has had, as far as can he 
noted, little effect on market prices, and no repre- 
sentative sales have been closed to warrant a change 
in quotations. The amount to be delivered is ap- 
proximately 45 million pounds, with delivery to be 
made within the next twelve months. The price 
named is 16.6739 cents, the actual average selling 
price obtained by the United Metals Selling Company 
over a period of ten years from 1907 to 1916, and is 
an extraordinarily low price in view of the fact that 
the cost of material, supplies, labor, etc., has ad- 
vanced from thirty to seventy-five percent above the 
average during the ten year period. There is some 
demand for copper right along but it aggregates a 
small volume. Prices on nearby deliveries reflect a 
softening tendency, while the figures on the more dis- 
tant futures are practically unchanged. Electrolytic 
Copper is quoted about as follows, on a basis of cash, 
New York: March, 36 cents; April, 35 to 35% 
cents; May, 34% to 3434 cents; and third quarter, 
31% cents. Prime Lake Copper is quoted at about 
35%) cents for March shipment, and casting copper 
for March shipment is selling for about 3214 cents. 
The base price on sheet copper remains at 44 cents 
per pound. 


TIN. 

The tin market has seen sharp advances in both 
London and Singapore which were only partly re- 
flected here. The market is ruling steady and Prompt 
Straits is quoted at 5514 to 551% cents New York. 
Warehouse prices in Chicago have been advanced 2 
cents and are now 61 cents for pig tin and 62 cents 
for bar tin. 


SOLDER. 
Chicago warehouses have advanced prices on solder 
34 cent, the new quotations being: XXX Guaranteed, 
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, & %, 35 cents; Commercial, 1% & 1%, 33 cents; 
Number 1 Plumbers’, 31 cents. 


LEAD. 

In the lead market the demand is slight and prices 
show a softening tendency. The outside market is 
nominally quotable at 914 cents at which price spot 
and prompt shipments may be had. Although the 
market is steadily easing off, the steadiness of the 
Joplin ore market is acting as a prop to values. Quo- 
tations are as follows: March shipment 9% to 9% 
cents, St. Louis; and April 9 to 9% cents. Several 
foreign inquiries have come into the market but have 
not been closed. In Chicago, the outside lead market 
continues to rule easy with spot still quotable at 9.45 
cents to 9.50 cents. Chicago warehouse prices remain 
at $10.50 for American Pig and $11.00 for bar, all 
per hundred pounds. 


SPELTER. 

Although some spelter business continues right 
along it is by no means keeping pace with the volume 
of production. Consequently, prices continue to de- 
cline, and prime Western may be quoted about as fol- 
lows: ,March shipment 1034 to :0% cents, St. Louis; 
April, 10 to 10% cents; and second quarter 934 
cents. Producers are not anxious to exert any selling 
pressure at these prices, but it is difficult to find buy- 
ers except at concessions. Some foreign tonnages 
have been booked during the week at slightly lower 
prices than those prevailing on domestic business. 
The Chicago market is dull, values also showing a 
declining tendency with prompt quotable at about 
10.45 to 10.55 cents. Warehouse prices remain at 
12 cents per pound, and sheet zine at $22.00 in cask 
lots and $22.50 to $23.00 in less than cask lots. 


ADVANCES EXPECTED ON NUTS, BOLTS AND 


STEEL WIRE AND NAILS. 

It is expected that advances in the price cf nuts 
and bolts will be made in the near future. Makers 
of rivets, it will be recalled, put up the price $10.00 
a ton a short time ago, following the advance of $7.00 
per ton on the price of steel bars. The demand for all 
three products is described as very heavy and ship 
builders are paying a premium for early delivery. 
Reports are also in circulation that another advance in 
steel wire and nails will soon be made as a result of the 
sold up condition of manufacturers and the insistent 
demands from consumers. 


SHEETS. 

Strength and active demand, in the face of low 
percentage of operations at the mills and the late de- 
liveries, continue to be the outstanding features of the 
steel sheet trade. A large number of manufacturers 
are entirely out of the market, and most of those who 
are making sales are restricting them to limited lots 
and only to regular customers. It is not expected 
that the leading interest will announce its prices for 
second half sheets before about April 4th or 5th, de- 
Spite the strong pressure of consumers for the imme- 
diate opening of contract books for the last six 
months. The Chicago market continues to be char- 
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acterized by an extremely heavy demand for all 
grades and an ever growing scarcity. Warehouse 
quotations are as follows: 28 gauge black sheets 
$5.19 to $5.44; 28 gauge galvanized sheets at $6.75 
to $7.50 and 10 gauge blue annealed sheets at $4.94 
to $5.19. 

TIN PLATE. 

Tin plate continues to be in strong demand, but 
except for occasional sales from stock, scarcely any 
material is being disposed of by the mills, which are 
well sold up for first half and in many cases badly 
oversold. Although the leading interest continues to 
quote $7.00 a base box, the market is nominally quot- 
able at $7.50 to $8.25 and several sales have been 
made within that range. 
been reported at $8.35 to $8.50 a base box. 


Recent export sales have 


OLD METALS. 

In the Chicago market, iron and steel scrap con- 
tinue strong and quotations are advancing. [Expecta- 
tions of a short supply and heavy demand are caus- 
ing dealers to hold material rather than dispose of it. 
Consumers are buying wherever prompt delivery can 
be obtained, to furnish a supply in place of the de- 
layed shipments caused by the railroad situation. 
Wholesale dealers’ buying quotations are as follows: 
Old steel axles, $34.50 to $35.00; old iron axles, 
$34.50 to $35.00; steel springs, $23.50 to $24.50; 
Number 1 wrought iron, $24.25 to’$24.75; Number 1 
cast iron, $14.75 to $15.25, all net tons. Prices for 
non-ferrous metals are as follows per pound: Light 
copper, 24 cents; light brass, 14 cents; lead, 8 cents; 
zinc scrap, 8 cents; aluminum, 27/™% cents. 


PIG IRON. 

In the Chicago market, foundry and malleable pig 
iron have been advanced by northern furnaces to 
$37.00, Chicago furnace, representing an increase of 
$2.00 during the past week, and sales have been made 
at this figure. It is apparent that the present tonnage 
on furnace books covers the equivalent of third 
quarter production, and the amount unsold is less 
than the tonnage which will be made during the final 
quarter. With important malleable melters buying 
only about one half of their requirements for last 
half, in face of the rapidly decreasing available sup- 
ply, it is believed that much longer delay on their 
part may result in an actual shortage before the end 
of the year. Southern iron is difficult to obtain and 
in most instances furnaces require submission of all 
orders before they are confirmed. The market ap- 
pears firm at $30.00 Birmingham, although some re- 
sale iron may be had at slightly less. lor 1918 de- 
livery, there has been some indication of lower prices 
but not. much jron for this delivery has been sold. 
In the Pittsburgh 
sharply because of the calls from all sections of the 
Bessemer pig iron has 


district, prices are advancing 


country for heavy tonnages. 
been sold at $38.00 Valley and is being held at $40.00 
by several sellers, while basic pig iron has com- 
manded $33.00 and is being held at as high as $35.00 
Valley. 
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| Shouldered.......... ary. 

BLUE ANNEALED SHEETS. poe | “— er de Powder, 77 WOE Giaseseancsy i ie 65 -in. Old Copper Bell....... 4 00 
SS eer per 100 Ibs. $5 05 medium grades.........-- &5Y, | -in. Old Copper Bell, a. 6 00 
SL ae per 100lbs. 510) [Loaded wit Smokeless Powaer,. -in. Nickeled Steel Beli. 4 50 
| ere per 100 lbs. 5 15 Mitts GIES.» 06202 0cceceeees 30% oe, handl = 3hin, Nickeled Steel Bell. 5 00 
ME MRisbeseuscseue per 100 lbs. 5 25 Winch i sas, No. Is, socket hasta.” 1 25 | eee 

ecstaiess Repeater Grade.. fo | ° Se i céanwe 1 95) 
ONE PASS COLD ROLLED BLACK Smokeless Leader Grade...... 0% | White ee padaie: ee 
No. 18-20.......... per 100 Ibs. $5 45] Black Powder.......--+---+++- eta Nickel a oe 
No. 22=24.......00. per 100 lbs. 5 50/y yc . AXES. ac cs ct 408&334% 
SS eee per 100 Ibs. S 5°}. Nitro Club.......2-eeeeee- 1S&5% Bey’ $s Handled. EVE SD 5 565 6 550 5405.0 < 334% 
nag Lond ++} ag an ee’... Mepeereeeerrrreessrnree 30% Marchal # 3 Ms: x- + “Der doz. $6 00 Miscellaneous. . 
ary at ie 7 New Club....... sesecceeceeeeeT Zo! Meavara....e. es, ihe bs S 08 | church and School, steel alloy... .50% 
sancainncisnenel Breas (Farm, lbs... 40 50 75 100 
oy | errs, per 100 Ibs. $7 00/Gun Wads—per 1000 Plumbs, West, Pat. socseenss ih (EER v0085 "$190 240 355 475 
No. 18-20.......... per 1001be. 715] Winchester 7-8 gauge. ........ ot “Can. Pat..........+. 35 % | 
crip lpeaigeg tT per 100i bs. 7 30 “  11-28gauge......._1 50| Firemen’ eyo ciSteese mea 
PE PEs tesesnsauc -per 100'bs. 7 45 P Burs sieidieaaiiesiie enone | Plumbs, Miners’ handy led) “* 9 00 Stanley’ s, rosewood handle, new " 
TT. 6 cc ciwenwand per100lbs 7 60 uront e¢ por ng, Kegs..... Pe cece fad lig yO aad a dat Nete 
WEBB: coscscscceel per1001bs. 775; “ a. £2 Stanley's irom bande: 2.2.00.0... . 
a ee per 1001bs. 8 15| DuPont's Canisters, lb... 56 ¢ | Sinele pias Gene. 
Mb: £< 32| Warren Silver Steel.......... $10 50. | BINDING, OILCLOTH. 
nd Smokeless drums... 43 50| Warren Blue Finished........ 10 50 | 
me 4-kegs... 11 25 | NS | Eee. 00 (Zinc. Er ee eT 70% 

POLISHED SHEET STEEL. st * 10-candrum 9 00/| Perfect Premier, Forest Clipper 8 30 ous tee eee e eee eeeeeeeceeee = 
. $3 “ }- kegs. . 5 75 Brass, plated eee ererereeeeesees 0 
CEO, ws sebeeonws per 1001bs.#6 35 | o canisters 1 00) BITS 
= = Spieseesee see oe : = L. &R. Sram, Extra Sporting se 2s | Single Bitted (without handles). | Auger. . 

panel eae «| L. & R. e, Extra Sporting | Warren Silver Steel.....,... #9 0° | Extra Double S 70810 
Ere besesenene soiieaeietaaiiaiat i-kegs 5 40| Warren Blue Finished... . 800| Ford's Car and Machine... .40&10 

. &R. Orange, Extra Sporting | Rough Rider.........cece0 000) SA NDS a 'sds5 oc occ wesse oe 50 
SR a rae goed | LAs CGUb eh a cin g-00's # ocean 
SMOOTH SHEET STEEL. IL. ae pee Extra Sporting os! a enning’s.......... —— 
CRN 65055 00 os ark’s Ex ansive ey eee 
Per 1001bs | 1, & R. Orange, Extra Sporting [Sats Dope teen Maen. Steer’s | * Small list, $22 00. .25 
Wood’ 8 Smooth i #6 05 }-lb. canisters......... 32 | Blood’s Champion, 3} to 4} Ib 12 50 | if “ Large “ $26 00. .25 
No 22- c|L.&R. yp Extra Sporting | eee tae sae #8895 *'9 —— eo LS. Bae eae eee 50% 
° 24 0.0 61 Flint Edge.......... Hy 50 | 

sd ig No 25-26...... 6 15 t: Ib. ca pied FEE ” Perfect remier ee 2 50} Ford’s Ship Auger pattern % 

is Mh ae en Hercu wt lan and ‘‘Infallible The above prices on ee | Ibs. oe Borer net pret fo 

NM canes 6 30 Hercules "E. C." and “infallible’’ 3 tof Ibe ‘edvat nce 2c ON ices eeles daanesiiersss. 15% 

Tt. rer “Te fallible! *° 4 to5 Ss. advance . : 
| Hercules "B. c." ‘and hamemened 44 to 54 lbs. advance 75c. |Countersink. F s ~ 
PATENT PLANISHED SHEET,  Heroney “B.C — aoe. See 
IRON Hereul es: B.C." and “Infallible’’ BAGS, PAPER NAIL. American Ly ead. om S 
Patent Planished Sheet Iron, §§ (., Camisters................ “ Flat “4 1 20 
Nouiek we a .30 Cal. Rifle, Pounds..... 20 o. ne =? “ 
100 Ibe....- --s2+eeeeeee $11 SO veniseery cat Rifle. 5. 95 | Per 1,000.22 50 3°75 4°30 5 cy ve sealed ~~ who » on 
Re 0 RN 8 ene? F 
SOLDER H oy —s = TaN de nine . 2 — 
° ercules arpshooter Rifle, Z 
XXX Guaranteed §&%..perlb. 35 eS ea 1 25 BALANCES, SPRING. | Russell Jennings.........-. 30&10% 
Commercial $ & ¢ se 33c | Hercules vBullse Rifle, canisters 1 50/| Pelouze...........eecececeeeecs 20% | 
No. 1 Plashben... ..... ‘ 31c Hercules Bullseye Revolver, |Gimlet 
perenne b.slen= = Se na OREEB Ss 5ic55 det sca Prentent Double Cut... . ios Poy 
. an Pattern..... r doz. 
SPELTER Drop shot, sizes smaller than BARS, CROW. | German............. ihn 65 
B 25-hb. ‘bags, per bag.......$2 70 | SEE: sean aaeeees rd 80 
Oe SE ee Dee) See 12¢ “>. PL. B and — sizes, “ Pinch or Wedge Point, per cwt.. $4 00! Spoon.............- se 
ee as 
Buck shoe 25-Rr base, per beg 2 95 Deve 
SHEET ZINC. Chilled shot, 25-Ib. bags, BASKETS. | Reamer. 50 
} . ’ o 2 
CA csinsicstinsaonnseste $22 00 ANVILS. “cae —_ rs jaaier® o* “ 2 00 
Less than Cask lots. .$22 50 to $23 00/ Trenton, 70 to 80 Ibs...... 94c per Ib _—< wow esse ees DOE S08 1 09| American A 
Trenton, 81 to 150 Ibs...... 94c per lb eee: cecum - 4“ 13 * 
Screw Driver. 
seamiuees ASBESTOS. Galvanised Iron. }bu. Ibu. 1bba NS 7 Co 55 
” i . eeeee “ 25 
_ Copper sheet, base....... ...... 44€| Board and Paper...........10c perlb.| Perdoz..... ..-$5 50 $60 11 © No. 1 Triumph...... = i 
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